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ne Nation—St. Louis, “The City surrounded by the 
r° United States”,—the Missouri State Life is able 





to give to its representatives prompt, efficient 





service in the handling of all matters pertaining 





to solicitation, underwriting and claim payments. 
And through its multiple line of Life, Accident 






and Health, Group and Salary Savings, the 





Company offers representatives an exceptional 





opportunity to multiply the results of their daily 





work and thereby multiply their income. 



















Insurance in force now over 


$1,245,000,000.00 
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Bright Day on 
for Alert Man 





J. Crandall Sees Opportune 
Time to Solicit Business 


Insurance 


SAYS PERIOD IS HOPEFUL 


Manager Points Out 


The Picture 


P. J. Crandall, manager of the Amer- 
ican Life of Detroit, at Jackson, 
who is a specialist on business insur- 
ance, declared at its agency convention 
that now is the time to push hard for 
this particular class. 
business insurance is practically an un- 
field. 
opportunities, he asserted, for its greater 


Mich., 


He declared that 


There are abundant 
Mr. Crandall said that 


might disagree with him 


insurance but in his mind 
more easily sold 


Valuable Lessons Are Learned 


that valuable lessons are 


business men during periods 
of stress and storm. 
much during 
Crandall believes 
reached a turning point in business con- 
He predicts an upward swing. 

ill men to get in the current 
time 


They do not learn 
days of prosperity. Mr. 
that the country has 


and move along with it. 


he said that in order to sell 
business insurance, a man must prepare 
An 
very far unless he studies the main fea- 
tures of different businesses and the fac- 
ter into business 
He must know something about corpo- 
rate law, br 


agent cannot expect to get 


insurance. 


law and 
and 


accounting, 
partnership, taxation, 


Must Be a Student 


in entering this field must 
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Mr. Crandall recommend- 
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Better Qualified Agents 
Needed in the Business 


LIVINGSTON URGING ACTION 


Michigan Commission Declares That 
Most of the Complaints Come 
From the Unfit 


Insurance Commissioner Livingston 
of Michigan in a talk before the ban- 
quet of the American Life of Detroit 
agents called attention to the fact that 
95 percent of the complaints that reach 
his department are due to unqualified 
and unfit agents. He seldom receives 
a complaint or criticism regarding an 
agent who knows his business, is well 
prepared to diagnose a man’s insurance 
needs and outline an insurance program. 
The great body of criticism is due to 
the ignorance of agents. Not knowing 
their contracts or insurance practices 
they make all sorts of mistakes and in- 
volve the assured in many complications. 

Commissioner Livingston said that he 
had had figures compiled and found that 
85 percent of the business in his state 
was written by 15 percent of the num- 
ber of licensed agents. He declared that 
it is most expensive to secure the 15 
percent of business from 85 percent of 
the agents. He thinks that entirely too 
much money is spent on the unqualified 
and unfit. He recommended that ade- 
quate agency qualification laws be 
passed in all states. 








setting up reserves to take care of emer- 
gencies. Mr. Crandall said that a life 
insurance man who does not fit himself 
for business insurance and take advan- 
tage of the harvest that he feels is at 
hand, lacks ambition. 

Mr. Crandall suggested some selling 
principles that should be followed. He 
said that it is necessary to talk with a 
man and not to him. An agent must 
get down to stating definite things that 
will help a person in his own activity. 
He said that the talk should represent 
what the prospect is thinking himself. 
The plan and program should be very 
definite. It should fit in exactly with 
the business conditions of the assured. 


There should not be a _ complicated 
scheme put before him. The method 
should involve substantial principles. 


Mr. Crandall was very insistent that an 
agent do a lot of practicing with his 
presentation away from the prospect. 
He should prepare a standardized talk 
and adapt its principles to different 
classes of prospects. He said that too 
many people try to experiment with 
their prospects and depend too much 
on talk. 
Should Use Visual Material 


Mr. Crandall said that diagrams, pic- 
tures and figures that are understand- 
able should be used. The agent should 
get the prospect to work with him so 
that the prospect himself is doing some 
figuring. Mr. Crandall said that a per- 
son absorbs in a canvass only one-tenth 
of what he hears. He absorbs three- 
tenths of what he sees. When these 
two are combined he absorbs five- 
tenths. In the combination, therefore, 
momentum is gained. Mr. Crandall de- 





clared that when a man is allowed to 


They are | actively participate in the selling process 
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Ohio Changes Attitude in 


Matter of Life Trust Tax 


ATTORNEY GENERAL’S RULING 


Approach of General Tax Revision by 
Legislature Induces Official to 
Leave Issue Open 


Ohio no longer threatens to levy an 
inheritance tax on life insurance trusts. 


Attorney General Bettman held some 
time ago that they were taxable, a rul- 
ing that was strenuously opposed by 


Commissioner Younger. Now Mr. Bett- 
man announces that in cooperation with 
the state tax commission he has directed 
that the rule of the last ten years to 
the effect that insurance trusts are not 
considered taxable should be reinstated. 

“Whether insurance trusts are taxable 
as inheritances is a much mooted ques- 
tion in the courts and in the opinion 
of the attorneys general of the several 
states,” he comments. “Some months 
ago the attorney general's office, follow- 
ing a recent decision in a New Jersey 
case, held such insurance trusts taxable 
as inheritances. 

Bankers Point to Evil 


“The Ohio Bankers Association sub- 
mitted briefs and arguments to the tax 
commission and to the attorney general 
that the effect of this ruling was to 
drive millions of dollars worth of busi- 
ness out of Ohio because large trust 
companies of Chicago and New York 
were using the opinion as a means of 
inducing men of wealth to establish 
their insurance trusts in Chicago and 
New York. 

“In view of the approaching session 
of the Ohio general assembly, when the 
entire tax structure of Ohio will be re- 
vamped, the Ohio bankers requested 
that the original rule of nontaxability 
be allowed to remain until the legisla- 
ture met.” 








nine-tenths of what he 
Mr. Crandall said 


he will absorb 
hears, sees and does. 
that an agent should always speak 
plainly and in the language that the 
prospect understands. He should clearly 
explain the program he is presenting. 
Mr. Crandall urged the use of pictures 
and illustrations in the canvass and by 
all means the prospect himself should 
be allowed to do some of the work. 

The valuable services that can be 
underwritten for new business insurance 
are the executive, the designer, the tech- 
nical man, specialist, sales manager and 
men under specific development. 

Back of every successful business he 
said there must be brains and energy. 
Machinery would be worthless without 
men. Capital would earn nothing un- 
less men were doing the work. Capital 
itself makes no profit. After all, he 
said, there are but a few key men in 
business. There are few creators and 
few men that could not be replaced 
without difficulty. It is these men that 
should be the basis for business insur- 
ance. He said it costs money to get 
men and train them. When, therefore, 
one is insured who is particularly val- 
uable he represents a heavy investment. 
It would be most expensive to replace 
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Guarantee Fund of Omaha, Sound 
Assessment Concern, Falls 
in Line 


COMPLETED NEXT YEAR 


at Un- 
usually Low Net Rates Ready 


Fine Line of New Contracts 


for Announcement 


The Guarantee Fund Life Association 
of Omaha, an assessment carrier organ- 
ized in 1901 which has set an enviable 
record soundness of underwriting 
and ging over 
mutual legal reserve basis. 
ciation already has converted some $80,- 
000,000 of its $179,655,432 business 
in force to the 3% American Exper- 
ience legal reserve basis on policy 
issues 1901 1917 inclusive, and now 
is in process of transferring the remain- 
ing business from 1917 to 1930. 

It is planned to have the change com- 
pleted by Jan. 1, when under Nebraska 
law 45 days must elapse before the 
association can go officially on the legal 
reserve basis. In addition, policyhold- 
ers must vote approval. A requirement 
is that percent of the assessment 
business be transferred to legal reserve 
but it is confidently anticipated that 
much more than this will have been 
transferred by Jan. 1 as it is reported 
approximately 98 percent of the busi- 
ness from 1901 to 1917 was re- 
written. 


for 


finances, is chang to a 
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Surplus Is Transfesred 


An important feature of the negotia- 
tions is that the officers are transferring 
accumulated surplus on the business to 
policyholders. It is said the first trans- 
fer on $80,000,000 of business involved 
a transfer of some $6,000,000 of this 

(CONTINUED ON LAST PAGE) 








Jess Read Wins in 
the Oklahoma Lists 


OKLAHOMA CITY, Aug. 14. 
—Jess G. Read has been chosen 
as the Democratic nomimee for in- 
surance commissioner by an over- 
whelming majority, the returns 
from the primaries Tuesday indi- 
cate. In the preliminary primary 
in July, Commissioner Read car- 
ried 75 out of 77 counties against 
a field of six opponents. He is 
completing his second successive 
term as insurance commissioner. 
Mr. Read is second vice-president 
of the National Convention of In- 
surance Commissioners and has 
served as chairman of its execu- 
tive committee. 
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Among Colorado Companies 
CULTIVATING NEW TERRITORY 


Face Conservation Problem, Adopt 
New Contracts as Higher Goals 
Are Set 


DENVER, Aug. 14.—Exceptional 
activity in point of agency building and 
developing new contracts is apparent 
among Colorado life insurance com- 
panies domiciled in Denver. The vis- 
itor here is impressed with the fact that 
the depression in Denver is not nearly 
so acute as in many other sections of 
the country. That is not to say that 
Colorado is enjoying boom times, but 
Denver has no key industry, the slow- 
ness of which would cast a shadow over 
the entire city. 

Some of the companies here complain 
of a higher lapse ratio and their exe- 
cutives are concentrating on conserva- 
tion as are companies throughout the 
country. The Denver companies, how- 
ever, are not preoccupied with conser- 
vation. An ambitious spirit is manifest. 
New territories are being cultivated 
and application is being made by 
a number of companies for admission 
into new states. New forms are being 
developed to satisfy the requirements 
of the different classes of persons in the 
territories covered and the companies 
have a forward gaze. 

CAPITOL LIFE 

The Capitol Life, the largest Colorado 
company, of which Clarence J. Daly is 
president, is this week celebrating its 
25th anniversary with an agency con- 
ference at the home office, Aug. 14-16. 
he actual birthday is Aug. 1 since on 
that day in 1905 the company began 
writing business. The caption, “Silver 
\nniversary” has been printed in sil- 
ver across the top of the face of poli- 
cies being issued. 

The actuarial department under Louis 


\W. VPfarrer has been active this year, 
changing double indemnity clauses, 
bringing out new disability rates, in- 
stituting payroll deduction contract, 
and completely revising the policy 
forms as of July & 

The company is now operating in 
It) states. 

FARMERS LIFE 


Farmers Life of Denver reports 
new business of 21 


Che 


increase in per- 
cent for the first six months of 1930 
over the same period in 1929. There 


1as been an increase of $500,000 over 
Dec. 31 and as of July 1 the company 
had $16,300,000 insurance in force. In 
1929 the Farmers Life wrote $3,500,000, 
while during the first six months of 
1930 it wrote $1,820,000. The goal for 
the year is $5,000,000. 

\n interesting development of the 
Farmers Life has been the issuance of 
the non-medical contract. It was pro- 
vided according to Secretary and Act- 
A. B. Wickstrom at the 


ing Treasurer 
suggestion of agents who found diffi- 
culty in inducing residents of remote 


mountain regions to travel the many 
miles necessary to consult a doctor. 

Mr. Wickstrom has held the position 
of acting treasurer only since the death 
in an automobile accident recently of J. 
H. Orr, who had been treasurer of the 
company since 1918. Mr. Orr was killed 
near Lewellen, Neb. B. M. Stackhouse 
is president of the Farmers Life. 


COLORADO LIFE 


The Colorado Life of Denver is con- 
ducting an experiment, the results of 
which will be interesting to many life 
insurance operators. In six of the seven 
states in which it is licensed, the Colo- 
rado Life is operating direct from the 
home office but in Texas its business is 
carried on through manager-agents. 
Vice-President W. H. Watlington re- 
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AYRES 
President American Life of Detroit 


CLARENCE L, 


President Clarence L. Ayres of the 
American Life of Detroit saw a dream 
come true last week when he was the 
center of attraction at the $100,000,000 
celebration in his home city, it having 
reached that point in insurance in force. 
The agents and large number of guests 
gathered in his private office Friday 
afternoon to have unveiled a large 
bronze plaque commemorating the $100,- 
000,000 achievement. The names of all 
the men who contributed to this result 
in the field had their name on the plaque. 
The presentation address was made by 
Executive Vice-President Claris Adams, 
and the unveiling was done by Miss 
Henderson, President Ayres’ private sec- 
retary. it was fitted in the wall in 
President Ayres’ private office. 


Details Are Made Public of 
Travelers Equitable Deal 


Details of the deal by which the Mc- 
Murray-Hill Investment Company of 
Des Moines acquires a large interest in 
the Travelers Equitable of Minneapolis 
are made public by the latter company 
this week. It appears control has passed 
by purchase of more than 51 percent of 
stock of the Travelers Equitable from 
the Insurance Holding Company, Min- 
neapolis, which owned all but three 
shares of the Travelers Equitable. It is 
understood that the Des Moines Life & 
Annuity will take over the Travelers 
Equitable as soon as the merger is fully 
arranged. 

The Travelers Equitable Dec. 31 had 


$7,035,966 insurance in force, $839,208 
admitted assets and $514,900 net re- 
serves. It is licensed in lowa, Minne- 


sota, North Dakota, South Dakota and 
Wisconsin. The company was _ incor- 
porated Aug. 5, 1893, as the Benefit 
League to transact a health and accident 
business on the assessment plan. In 
1915 the name was changed to Equitable 
Life & Indemnity. Two years later it 
was authorized to operate as a life and 
casualty stock company on a legal re- 
serve, level premium basis. The life de- 
partment was opened in 1920. 

The Travelers Equitable reinsured the 
business of the Merchants Life & Casu- 
alty of Minneapolis in 1923. It was con- 
trolled by the Insurance Holding Com- 
pany of Minneapolis which owned a 
majority of the stock. 


Canadian Association’s Meeting 
A general meeting of the Life Under- 
writers’ Association of Canada will be 
held Sept. 23 at the Royal York Hotel, 
Toronto. That is the day prior to the 
opening of the international convention 
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New England Tour Planned 
for Commissioners’ Meeting 


PROGRAM WILL BE OUT SOON 


Advance Registration Indicates Large 
Attendance—Many Functions Are 
Being Arranged 


Many delegates to the annual meeting 
of the National Convention of Insurance 
Commissioners are expected to take 
advantage of a New England tour which 
has been arranged. Registrations indi- 
cate there will be a large attendance. 

It is expected that final arrangements 
based on registrations will be made 
during the week of Aug. 25, because of 
necessary details which then must be 
completed for hotel and bus reserva- 
tions, attendance at banquets and pub- 
lication of programs. 


Many Souvenirs Promised 


Delegates in returning to their homes 
will carry back with them numerous 
mementos of the convention and the 
trip through New England, as a number 
of New England manufacturing con- 
cerns have expressed their desire to 
present souvenirs to the commissioners. 
While some of these will be personally 
presented either in Hartford or during 
the tour of New England, it is probable 
that most of them will be mailed out. 

On the first day of the New England 
tour, which is to end at Bretton Woods, 
N. H., Sept. 10, a stop will probably 
be made in Montpelier, Vt., for dinner 
at the National Life as guests of that 
company and President Fred A. How- 
land. 

Details of the program during the 
stop at Swampscott, Mass., Sept. 12, 
are in charge of a committee of Boston 
insurance interests headed by Edward 
C. Stone, United States manager Em- 
ployers’ Liability. Arrangements for 
the stop-over at Providence, R. I., the 
following day, are in charge of a Provi- 
dence committee headed by U. S. Sena- 
tor Felix R. Hebert of Rhode Island. 
A luncheon is to be held Saturday at 
the Squantum Club in Providence, at 
which time the final business session of 
the convention will take place. 

A considerable part of the business 
sessions to be held in Hartford will be 
transacted by committees appointed at 
the Toronto convention last September. 


Personnel of Committees 


The committee on uniform law and 
investments includes Commissioners 
Boney, North Carolina, chairman; 
Smith, New Jersey, and Thulemeyer, 
Wyoming. The committee on the merit 
rating plan of insuring automobiles in- 
cludes Commissioners Younger, Ohio, 
chairman; Caldwell, Tennessee; Wysong, 
Indiana; Sullivan, New Hampshire, and 
Brown, Minnesota. The committee to 
investigate commission costs of insur- 
ance includes Commissioners Living- 
ston, Michigan, chairman; Freedy, Wis- 
consin; Yenter, Iowa, and Taggart, 
Pennsylvania. 

During the commissioners’ meeting it 
is planned to hold a short celebration in 
the offices of the Connecticut depart- 
ment observing its 65th anniversary. 
Arrangements also have been made, in 
addition to the banquet for men and a 
dinner for ladies Monday evening at the 
Farmington Country Club, for a ban- 
quet that evening for approximately 40 
employes of the Connecticut depart- 
ment. 

All delegates and guests are to re- 
ceive on their arrival in Hartford official 
badges to identify them. Provisions 
made for newspaper representatives in- 
clude a press room in the Hotel Bond 


where business session will be con- 
ducted. It is expected that the program 
for the convention and _ several ban- 


quets, including the sixth annual Con- 
necticut Insurance Day conference, soon 
will be completed and the itinerary of 
the New England tour will be an- 
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Large Insurance 
Buyer in Tribute 
to Life Busine, 





H. C. Hintzpeter, manage: 
Life of New York in Chicago 
uring a letter which came from a, 
who recently purchased $420,000 oj 
surance through Mr. Hintzpeter, 
policyholder is Jay C. Hills, presig, 
Peck & Hills Furniture Co. The les 
expresses appreciation for Mr , 
peter’s service and contains a tribyy 


Mur 


1S trey 


HUNDE 





the institution of life insuranc: President 
“I wish to express my apprecist ciates 

for your assistance in securing for » 

additional life insurance in your , S 

pany to a total of $420,000,” Mr, | 

writes, “and bringing my entire |i; 

to $3,032,000, all on standard forms Celebra 

in standard companies. ing the $ 


“The Peck & Hills Furniture Co. » 
ries half of the amount, and the balx 
is payable to the Hills Investment As 
ciation, representing my estate 


force, the 
ba notable 
The clim: 























Needed Insurance at Start Governor 
“When this business was founded = — 
1896, it had little capital and life ins Commiss 
ance protection was imperative to ascf™m the banq! 
in establishing credit. The growt! of the M 
the company has been constant, and # New Yo 
life insurance and my own have ke missionet 
pace with the increasing volume. T censed a 
company carries $425,000 on other of $100,000 
cers and managers so that at least sf original 
000,000 of insurance is in force on ti banquet. 
executives of this corporation, as ma In ad 
are heavily insured to protect their ow other sj 
estates. ; ; : Frank | 
_“T am a firm believer in coordinatinf Gyardiat 
life insurance protection with comme is chairr 
cial activities and for this purpose the Am 
think it is good business to take polici wright 
carrying large cash surrender values a Fyecutit 
a reserve in time of need, thus strength) acted as 
ening credit and making permanent t 
organization. Our life insurance reser AY 
has, in my opinion, assisted material It wa 
in the growth of our business.” 56th bit 
presente 
Penn Mutual Develops Plan § “ °, 
to Combat Lapsation Tren — 
Ayres a 
In a conference between the execut 200, w! 
committee of its agency association a applicat 
a number of home office officials, t Ther 
Penn Mutual developed an anti-laps guests 
tion program which, it was announce Preside 
will soon be reported to the field for Frank 
The Penn Mutual, like most other c Preside 
panies, recognizes lapsation as the great: Centra 
est problem in the business today. T Laird, 
conservation record of the Penn Mutua George 
according to spokesmen, has not be Life o 
unfavorable in comparison w ott Dough 
companies, but it is believed iral John . 
to resist the trend of the da ager E 
intelligent program. a 
The Elkhart, Ind., office of the West manag 
& Southern Life has been added tot Presid 
South Bend, Ind., district, under Superit ance | 
tendent Tom Jenkins. “Easte 
rector: 
Archie 
C. S. Albert Places Line ad 
on Radio Entertainers man 0 
ee Co., a 
; Secret 
The “Tastyeast Jesters,” radio 
trio, who began regular broadcasts 
at station WBZ early this year P. 
and have since become regular fea- was 
tures on the programs of 23 radio Unde; 
stations, have been insured for prese’ 
$100,000 by the sponsors of the Presic 
program, the Green Bros. Candy mana 
Company of Springfield, Mass. et 
The insurance was written through \ 
Charles S. Albert, general agent _ C 
Security Mutual Life in Spring- | ra 
field. The three members of the ave 
team are Dwight Latham, Wamp = 
Carlson and Guy Bonham, all of ¢ 0 
whom were formerly employed in a 
insurance offices in Hartford. ay 
—___— amor 























a reat Array at 
bute § Big Celebration 


iSine oar 
ders in the Business Pay 
Ser Mu Honor to the American 
BO, 18 trey : . 
from a; Life of Detroit 
0,000 of 
(peter, 
™ rhe | UNDRED MILLION MARK 
Ne |e 
Ir. Hi a 
a tribut . 
ay ~ Bipresident C. L. Ayres and His Asso- 
tpPrec ciates Are Complimented on the 


Successful Achievement 





Celebrating the achievement of cross- 
ing the $100,000,000 line of insurance in 
1... 1, “mm force, the American Life of Detroit held 
wo a notable celebration in its home city. 
te 7 The climax came at a banquet at which 
Governor Fred W. Green of Michigan 


tart 
eee was present and gave a talk. Insurance 
‘ounded — a a 
life ine Commissioner C, D. Livingston graced 
€ to acai the banquet. Vice-President J. V. Barry 
growth dil of the Metropolitan Life came on from 
it, and 4) New York, as he was Michigan com- 
have kell missioner when the company was li- 
— censed as the Northern Assurance with 
other HE $100,000 capital and $25,000 surplus. The 
‘east SM} original license was exhibited at the 
© on te banquet. 
as may In addition to these three guests, 
their OWM other speakers at the banquet were 
. Frank Blair, chairman of the Union- 
rdinatigli Gyardian group of banks in Detroit, who 
comme is chairman of the finance committee of 
urpose the American Life, and C. M. Cart- 
© policit) wright of THE NATIONAL UNDERWRITER. 
values a) Executive Vice-President Claris Adams 
strengt“i acted as toastmaster. 
inent t 
e reser Ayres Celebrates Anniversary 
laterial It was President Clarence L. Ayres’ 


56th birthday anniversary and he was 
presented with 56 applications. There 
was a huge birthday cake lighted with 
100 candles, representing the number of 
agents who took part in the $100,000,000 
contest. The cake was cut by President 
Ayres and Agent F. C. Lusk of Kalama- 


Plan 
Trend 


xecut zoo, who wrote the largest number of 
ion af applications. 
als, t There was a aistinguished array of 
+i-lapsa guests present who were introduced by 
ounce President Ayres, they being President 
d fore Frank P. Manly, Indianapolis Life; 
or CONF President H. M. Woollen, American 
e great: Central Life; Vice-President J. M 
, 7 Laird, Connecticut General; President 
\futu George A. Boissard, National Guardian 
t bee Life of Madison, Wis.; President L. J. 
other Dougherty, Guaranty Life; President 
ssiral John A. Reynolds, Detroit Life; Man- 
ith a ager B. K. Elliott, American Life Con- 
vention; Secretary W. P. Coler, Amer- 
ican Life Convention; Lee Parker, 
ester manager American Service Bureau; 
tot President Young E. Allison, Jr., “Insur- 
_ ance Field”; Editor Clarence Axman, 
“Eastern Underwriter.” Four of the di- 
rectors were introduced, they being 
Archie A. Anderson, secretary Hayes 
e Body Corporation; Fred H. Aldrich, 
rs general counsel; Frank W. Blair, chair- 
. man of the board, Union-Guardian Trust 
Co., and Walter Drake, former assistant 
lio ecretary of Commerce. 
sts Kieffer Receives a Watch 
par P. J. Kieffer, Chicago manager, who 
~d Was president of the American Life 
lio Underwriters Club during the year, was 
or Presented with a wrist watch. The new 
he President is David C. Pipe of Pontiac, 
ly manager for eastern Michigan. 
s. | At one of the business sessions, Hugh 
n . Van de Walker, manager for Michi- 


8an outside of Detroit, predicted that in 
10 years time the American Life would 
have $200,000,000 in force. It was the 
8eneral opinion that the second $100,- 
nt.e00 would come far easier than the 
n rst. August and September are being 

devoted by the American Life to servic- 
Ingold policyholders and working 
among them. 


o'r 
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MANLY 


FRANK P. 


A number of the leaders in the Amer- 
ican Life Convention are backing Frank 
P. Manly of the Indianapolis Life for a 
position on the executive committee at 
the time of the election at the annual 
meeting in Chicago the first week in 
October. Mr. Manly has contributed 
much to life insurance. He has one of 
the cleanest companies in the west. He 
has always stood for the highest and 
best in the business. He is a faithful 
attendant at the meetings of the Ameri- 
can Life Convention and has taken a 
prominent part in the deliberations. 
There will be three positions to fill. The 
retiring president, C. W. Gold, Jefferson 
Standard Life, will be elected to fill one. 
John M. Laird, Connecticut General, 
will undoubtedly be reelected, so that 
leaves but one new man to go on the 
committee. 


Huebner to Speak in Canada 

Following a speaking tour throughout 
the western United States, Dr. S. S. 
Huebner, the dean of the American 
College of Life Underwriters, will re- 
turn to the east via western Canada. 
The following branches of the Life 
Underwriters Association of Canada 
have arranged to have him speak: Van- 
couver, Sept. 2, “Life Insurance as an 
Investment”; Calgary, Sept. 4, “Life In- 
surance and the Time Value Asset of 
Man”; Edmonton, Sept. 5, subject not 
yet selected; Saskatoon, Sept. 6, “Busi- 
ness Uses of Life Insurance;” Regina, 
Sept. 8, “Life Insurance and Human 
Life Value.” 





Relation o Prohibition 


to Mortality Considered 





Prohibition is a subject of vital inter- 
est at the present time and many state- 
ments pro and con are being made as 
to its effect on the physical and eco- 
nomic health of the nation. It is nat- 
ural that the life insurance companies, 
with their vast fund of information con- 
cerning the physical wellbeing of their 
policyholders, be consulted regarding 
their attitude toward prohibition. THe 
NATIONAL UNDERWRITER has asked the 
executives of a number of companies to 
comment on the situation and the fol- 
lowing is the result: 

An eastern company writes: We re- 
gret that we do not have any data which 
would support a deduction in this con- 
nection. To our mind the subject is 
exceedingly complex, and unprejudiced 
deductions seem almost impossible. We 
have been unable to detect any marked 
difference in mortality from diseases 
which might be associated with the use 
of alcoholic beverages. 


* * * 


Connecticut Mutual: About the only 
record we have that might serve as an 
indication of the effect of prohibition 
on our mortality is a study of the causes 
of death. But here the problem is com- 
plicated by the fact that drinking to 
excess may be a contributing cause 
where death is directly due to some 
cause other than acute alcoholism or 
cirrhosis of the liver. 

The experience of the Connecticut 
Mutual does not indicate any marked 
reduction in death claims from causes 
that would be directly or indirectly in- 
fluenced by alcoholism. Perhaps there 
has been a slight improvement in deaths 
from such causes but nothing very 


definite. 
x * 


Kansas City Life: We know that in 
the last eight years there has been a 
marked improvement in the mortality. 
What part prohibition has had in this 
improvement we can not say, but it is 


reasonable to believe that it has had 
some effect. 
. 2 
Confederation Life, Toronto: The 


only comment I can make is this—that 
we have noticed in our underwriting 
committee, that it is much easier to deal 
with the questions of habits and occu- 
pational hazards, so far as they are re- 
lated to the sale and manufacture of 
alcoholic liquors, in those provinces of 
Canada where there is a control act as 
compared to those provinces where 
there is a prohibition act. 

We noticed that during the time when 
Ontario was under the so-called, “On- 





Life Payments Stabilize Conditions 





Newspapers this year have taken an 
unusual interest in the $2,000,000,000 
distribution of life insurance benefits in 
1929, compiled in the recent Life Pay- 
ments Number of THe NationaL UNDER- 
WRITER. Many of them refer to the huge 
distributions in connection with the gen- 
eral financial conditions in the country. 
The Houghton, Mich., “Gazette” re- 
marks in an editorial: “The announce- 
ment that life insurance companies paid 
over $2,000,000,000 to policyholders and 
beneficiaries in 1929 comes like oil on 
troubled waters.” The value of the life 
insurance distributions in stabilizing the 
purchasing power of the country is 
commented upon by many of the news- 
papers in connection with the showing 
made in that issue. 


Shows Value of Insurance 


evidently im- 
led to some 


The huge payments 
pressed the editors and 
moralizing on insurance. The “Sentinel” 
of Winston-Salem, N. C., says: “Life 
insurance has come to be regarded both 





as protection and investment. It is one 
of the most effective methods by which 
an estate can be developed. It protects 
members of the insured’s family as well 
as his creditors. A state the people of 
which are good life insurance customers 
is a well-founded commonwealth with 
the best sort of assets.” 


Part of Man's Duty 


The Alpena, Mich., “News” said edi- 
torially: 

“The average man is not performing 
his duty as husband and father, which 
means that he is not a first rate citizen 
either. until he ‘has provided himself 
with life insurance that his situation and 
means indicate he should have. Sav- 
ings in the bank? By all means. But 
insurance too. Insurance, of course, is 
only another form of savings. The 
banker who offers you the service of his 
institution as an aid to thrift and an 
assured future will just as strongly rec- 
ommend life insurance as part of your 
thrift program.” 





tario temperance act” which was, in 
reality, a prohibition act, our difficulties 
steadily increased, and, for this reason 
some of our officials, who were origi- 
nally strongly in support of the Ontario 
temperance act, changed their views. So 
far as the underwriting committee is 
concerned today, we have no difficulties 
with this phase of our business in those 
provinces where we are operating under 
a control act, 
x * x 


Sun Life of Canada: All that we can 
say regarding prohibition as it operates 
in the United States is that it has made 
the underwriting of life insurance much 
more complicated than formerly. We 
have a very large class of undesirable 
risks represented by bootleggers and 
persons engaged in a business which is 
now illegal. Such persons must cover 
up the true nature of their occupation. 
We are sometimes surprised at the num- 
ber of applicants in the United States 
who admit a moderate use of liquor. 
From the point of view of the life in- 
surance company this raises a question 
in view of the frequency with which 
we learn of deaths by alcoholic poison- 
ing due no doubt to drinking bad liquor. 

* * * 


An eastern company writes: We have 
not attempted to make a study of the 
effect of prohibition on our business. 
Generally speaking the increase in the 
amount of new business written during 
the past 10 years has contributed largely 
to the lowering of the mortality rate. 
As to whether or not the national prohi- 
bition law was a contributing factor we 
feel unable to even venture an opinion. 

oo 


The following are replies from a num- 
ber of industrial companies which are, 
naturally, especially interested: 

Boston Mutual: We have no statistics 
to show just what this effect was, but 
our medical examiner is of the opinion 
that there has been a decided improve- 
ment, especially in the industrial field. 


* * * 
A western company says: A survey 
of our death claim file would indicate 


the fact that the number of deaths which 
have occurred during the past three or 
four years from acute alcoholism is 
lower than that which was applicable in 
previous years. 

It has been our general experience, in 
connection with health and accident 
business, that fewer claims resulting 
from overindulgence in spirits have been 
presented than in former years. 

Knights Life, Pittsburgh: As far as 
we can observe, the effect has not been 
a good one. It had a tendency to in- 
crease mortality on account of policy- 
holders making moonshine and other in- 
jurious liquors which they probably 
would not have done had the Volstead 
act not been in effect and they being 
able to obtain such alcoholic beverages 
as they had been accustomed to using. 

x * * 


Southern Life & Health: I can not 
give you any information as to the ef- 
fect of prohibition on the mortality of 
our company. 

We do know this, however, that 
among the industrial population it is 
easier to make collections since prohibi- 
tion went into effect and also that we 
have far less trouble from our agency 
force on account of excessive drinking 
than we had under the old days before 
the 18th amendment went into effect. 

Eureka-Maryland: There is no doubt 
that the use of alcoholic beverages does 
effect mortality adversely, but this fact 
does not denote that all risks accepted 
since the passage of the national prohi- 
bition law will experience a mortality 
comparing favorably with that under the 

(CONTINUED ON LAST PAGE) 
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N ARCHITECTURAL LANDMARK OF DIGNI TY 
AND BEAUTY, this building is primarily an ideal 
workshop. The Company’s 3,800 employees enjoy the maxi- 
mum of good air, sunlight and quiet possible in the intense 
life of Manhattan, as well as 20th Century utilities and con- 
veniences that multiply human efficiency in the day’s work. 





NEW YORK LIFE INSURANCE COMPANY 
MADISON SQUARE, NEW YORK, N. Y. 
DARWIN P. KINGSLEY . . . . President 





VANE ANT ANT (ANT ANT AN aN aN 


‘e 


ATTN TAN es 


W/ wes ie 


Taian 


Wit? \ 

















—— —: 





— 








Analyze Plan of Mutual Benefit 
Assessment Companies in West 








Among the assessment mutual benefit 
companies soliciting insurance by mail 
throughout the country is the Postal 
Mutual Benefit Corporation of Phoenix, 
Ariz. So far as can be determined these 
companies are not licensed outside their 
own state and in Arizona, at least, they 
are beyond the jurisdiction of the insur- 
ance department. 

Because the Postal Mutual Benefit 
plan seems to be typical of other as- 
sessment companies, which are attract- 
ing the attention of a number of state 
insurance departments in their mail so- 
licitation, the terms of its contract and 
its advertising claims should be useful 
knowledge. 

Apparently corporation 


the Arizona 


commission has received many inquiries 
about the Postal Mutual Benefit and 
other assessment companies domiciled 
in Arizona, for, in answer to THE Na- 
TIONAL UNDERWRITER’S inquiry, the Ari- 
zona corporation commission sent a 


mimeographed letter. 

“This company,’ the Arizona corpo- 
ration commission reports, “is incorpo- 
rated under the laws of Arizona as an 
association formed for the purpose of 
paying to the nominee of any member a 
sum upon the death of that member, not 
exceeding $3 for each member of such 
association. No such association shall 
exceed in number 5,000, persons. These 
associations upon the death of each 
member, may levy an assessment upon 
each living member at the time of the 
death, not exceeding $3 for each mem- 
ber, and collect the same and pay the 
same to the nominee of such deceased. 
They also provide for the payment of 
such annual assessments of members as 
may be deemed best, such annual as- 
sessments on any one member not to be 
raised above the annual assessment es- 
tablished at the time such member joins 
such association. 


Under No Regulation 


“These associations are not subject to 
the provisions of the general insurance 
laws, therefore, are not subject to the 
jurisdiction of this commission, or any 
other state agency. 

“Since the associations are technically 
non-profit associations, or have been so 
regarded in the past, no annual report 
is made to this commission as to their 
financial standing. 

“We regret, under the circumstances, 
that the commission is not in a position 
to express any opinion as to the stand- 
ing of the association, its success or its 
management.” 

Those who reply to a circular of the 
Postal Mutual Benefit receive what is 
called a $6,000 maximum policy to- 
gether with an application on the back 
of which testimonials and other adver- 
tising material appear. The policy be- 
comes effective, according to the state- 
ment of the Postal Mutual Benefit, “upon 
payment of $5.50 and our approval of 
your application.” 

Benefits Offered 


The forms now being sent out are for 
the “Bankers-Physicians Benefit Club” 
which is said to be based upon 1,200 
members and which is a group and part 
of the Postal Mutual Benefit Corpora- 
tion. Special benefits contained in the 
policy include $6,000 for total and per- 
manent disability; $6,000 for loss of both 
eyes, both hands or both feet; $1,200 for 
loss of one eye, one hand or one foot 
and $6,000 as an old age fund. The old 
age fund is declared to be payable at 
age 75 if the certificate has been in force 
30 years. If the certificate was issued 
after age 45, the old age fund becomes 
pavable after 30 years. 

Members are required to pay $5.50 
semi-annually for expenses of the cor- 
poration and the same amount annually 
which may be used for any contingency 
of the corporation. Furthermore, “the 





member agrees to pay,” according t 
the terms of the contract, “or forfeit 
the benefits hereunder, the sum $5.50 


as and when levied by the corporation, 
as dues to the treasury fund for the pur. 


pose of paying to the rightful claimant 
any claims for benefits as hereinbefore 
provided, which sum shall be used solely 
in the interest and benefit of the mem. 


ber or beneficiary. Or, upon the death 
of a member in good standing, the cor. 
poration reserves the right to 
death claim call of only $3 instead and 
in lieu of a regular treasury fund pay. 
ment, upon each member in good stand- 
ing in the club.” 

The Postal Mutual Benefit claims that 
it received only three death clai 
during the first six months of 1930 
advertisement also states that 1 
sessment plan is being carried 
more than 50 similar organizat 
Arizona, California and Texas 
nishing dependable protection at 
low cost.” 





Interesting Contention 


“Non-profit life 
is the very basis of 
another feature of 
Benefit’s advertising. 


insurance protection 
life insurance,” is 
the Postal Mutual 
“You do not pay 


excessive rates to create reserves from 
which you or your beneficiary receive 
no benefits. We have cut out al! frills, 
such as loan values, paid up and ex 


tended values, etc., with a view of giv- 
ing you the biggest value at lowest cost 
possible.’ 


Under the caption, “Inalienable 
Rights,” the Postal Mutual Benefit 
states: “Regardless of where you live, 
you have an inalienable right to take a 
policy with us by mail. Residing in 


another state does not affect your con- 
tract with us because, the constitution 
of the United States provides that ‘No 


state shall pass any law impairing the 
obligation of contract. No state shall 
make or enforce any law which shall 


abridge the privilege of a citizen.’ 


“If you are called on to pay total 
of eight payments of $44 a year,” the 
advertisement continues, “it would be 
cheap insurance and in case you are 


called on to pay even $66 or $72 a year 
you would still have dirt cheap insur- 


ance. You pay for actual death only, 
under our plan, instead of ex) rected 
deaths that never occur.” 


L. C. McNabb is president and F. H. 
Crist, secretary. 
John Hancock Mutual Adds 
to Group Department Staff 


Two new appointments in the group 
department of the John Hancock Mu- 
tual Life, necessitated by the steady ex 


pansion of the company’s mass insuI- 
ance business, are announced. , 

Philip N. Eckman is appointed assist 
ant manager of the group department. 
Connected with this department since 
its inception with a long prior service 
in the underwriting and other 1 rtant 
departments of the home offi Mr. 
Eckman has contributed much to te 
success of the work. 

George M. Stevens, Jr., is a inted 
western sales manager for the group de- 
partment with offices at 2051 Une La 
Salle Street building, Chicag Mr. 
Stevens will be responsible for mass mm 
surance production in Illinois, ana, 
Iowa, Kansas, Kentucky, Michigat 
Minnesota, Missouri, Nebraska, Ohio 
and Wisconsin and will have jurisdiction 
over the home office group representa 
tives of those states. 

“Life Insurance,” by Joseph B.™ cleas, 
assistant actuary of the Mutu Life - 
New York, is a non-technica explane, 
tion of the principles and Pi Sonal 


life insurance. It is sold by The Nat? 
Underwriter at $4. 
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has Diversified Livestock 
Farming Is Profitable 


sOUNDS OPTIMISTIC NOTE 


Farm Editor Tells Northwestern Na- 
tional Convention Much Agricultural 
Despondency Is Unijustified 


\ message of encouragement on the 
farm situation is brought to Northwest- 
ern National Life agents and executives 


this week by Charles S. Collisson, farm 


editor of the Minneapolis “Tribune.” 
Mr. Collisson addressed a convention 
banquet of the company at Rapid City, 
S$ D 


“Diversified live stock farming today, 
according to Mr. Collisson, is a profit- 


able enterprise. Dairy products, for in- 


stance, he said, are above the commod- 
ty price index in exchange or trading 
value. This is also true, he added, of 
cattle, calves, wool and lambs, poultry 
and eggs. Horses and hogs are excep- 


Higher Price Level 


All of our livestock products, except 
hogs,” the speaker declared, 
higher price level than the 
goods on the merchants’ shelves. So a 
jat steer, or crate of poultry, a can of 
cream, or a dairy cow, will all trade in 
for more automobile or tire, more bed- 
ding or clothing, more radio or dishes, 
more furniture or building material.” 

Minnesota farm income increased from 
$422,349,000 in 1921 to $730,340,000 in 
1929, Mr. Collisson reports, while farm 
income in Minnesota, the Dakotas, Mon- 
tana increased from $296,950,000 in 1921 
to $1,588,116,000 in 1929. 

Income per farm increased from §$2,- 
386 in 1921 to $4,065 in 1929, in the four 


horses and 


are on 


northwest states. 

Fifty-seven percent of the entire 
northwest increase came from dairy- 
livestock-poultry products; corn 14 per- 
cent, wheat 6 percent, other crops 23 
percent. 

° ° 
Company Wins Point 

The United States circuit court of 

appeals at St. Louis has remanded for 


new trial the suit of the beneficiary of a 
$10,000 life policy on Magnus Erickson 
of Oslo, Minn., against the Lincoln Na- 
tonal for double indemnity. Evidence 
showed that streptococcic infection set 
in soon after Erickson was cut by a 
barber in 1928 and he died a week later. 


\ claim for double indemnity was de- 
ned. The appellate court holds that 
the circumstances did not necessarily 
make the company liable under the 
double indemnity clause. A Minnesota 
court found in favor of the plaintiff. The 
company contended the policy did not 
cover death resulting directly or indi- 
rectly fri disease in any form. 
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List of Best Prospects 
in August Is Suggested 


“August business is there for 
the fellow who is there after it,” 
is the slogan which the Equitable 
of New York is carrying to its 
agents. The Equitable suggests 
that producers specialize this 
month on persons whose business 
is flourishing at this season. Ice 
dealers, amusement park opera- 
tors, delicatessen store owners, 
tire dealers, paper products, hotels, 
Printing houses, gas stations, tour- 
ists bureaus, barber shops, golf 
and sporting goods supplies, fruit 
farmers, department stores, amuse- 
ment places, small grain farmers, 
druggists, garages, electrical shops, 
Summer resorts, and golf clubs 
are the best sources for prospects, 
according to the Equitable. 














Acacia Gives Big 
Aid in Business 
Insurance Drive 








The Acacia Mutual Life has conceived 
an interesting plan for development of 
business life insurance. In an attrac- 
tive brochure, “Nine Lives,” the Acacia 
presents largely with pictures the story 
of a young and successful partner in a 
business enterprise. Nine different in- 
terests are concerned in his welfare— 
banker, partner, financial sponsor, em- 
ployes, wholesalers and jobbers, land- 
lord, mortgagee, wife and children. 

When this young man meets death in 
an automobile accident, the Acacia illus- 
trates the dilemma of these nine inter- 
ests if the deceased were not protected 
by life insurance and the ease with 
which their physical welfare might be 
perpetuated if he were the owner of 
adequate life insurance. 

Each of a select number of Acacia 
agents in the east is invited to submit 
a carefully prepared list of prospects. 
These agents are permitted to use the 
“Nine Lives” in their solicitation. The 
Acacia will send to each prospect a pre- 
approach letter and to the agent one 
copy of “Nine Lives” for each name on 
the list. Each copy of “Nine Lives” 
includes an order blank or simple self- 
analysis form. 

If the prospect signs and returns the 
card, the agent is immediately advised 
and the card is sent to him. The agent 
then delivers the copy of “Nine Lives.” 
If the card is not signed and returned, 
the agent will wait a reasonable time, 
after which he will deliver a copy of 
“Nine Lives” to each of the remaining 
men on his list. 

In return for this service the Acacia 
asks each agent to prepare a brief re- 
port telling the method he used in pre- 
senting and carrying through his inter- 
view and the result he secured. 


Australian Life Business 
Is Reported in Doldrums 


Difficulties in selling life insurance 
have been experienced this year in other 
countries as well as here. Production 
in New South Wales, Australia, accord- 
ing to reports of Dayle C. McDonough, 
American consul, received a_ set-back, 
particularly in industrial business, due to 
industrial strife, dislocation of trade, a 
backward season and reduced prices for 
primary products. 

The depression, however, also struck 
ordinary business and it is said it will 
be found that in the aggre- 
business last year was con- 
siderably below that of 1928. Large 
companies state that new business in 
one or two states has been nearly nor- 
mal. Despite a period of prolonged 
idleness for thousands of workers there 
have been but small increases in lapse 
ratio on industrial policies. However, 
policy loans have increased greatly. 

Figures for 1929 are not available but 
in 1928 there was £47,775,632 new or- 
dinary and £19,452,945 new industrial 
written in all Australia. There was 
£104,551,247 ordinary and £24,250,427 
industrial in force in New South Wales, 
including bonus additions. Companies’ 
investments are satisfactory, 64% and 7 
percent loans being easily obtainable. 
The average interest yield is growing, 
having been 4.90 percent in 1918 and 
5.61 percent in 1928. Mortality has been 
favorable, averaging 50 to 60 percent of 
expected. 


doubtless 
gate new 


Murphy Joins Pan-American 


John Murphy, assistant to Lorry A. 
Jacobs, director of public relations 
Southland Life, has resigned to become 
advertising manager Pan-American 
Life. Mr. Murphy will assume his 


Circled with Roses 




















new duties Aug. 14. 


COMMODORE A. L. KEY 


A unique tribute was paid to Commo- 
dore A. L. Key, president Volunteer 
State Life of Chattanooga, during July. 
Each application that was sent in was 
to be accompanied by a rose. The total 
number of applications numbered 475 
and there were that many roses. As 
the roses came in they were placed on 
a trellis. On the morning of July 31 a 
photograph was taken of Commodore 
Key in his office standing in front of 
the trellis holding the applications re- 
ceived for that day only, the number 
being 107 with a volume of $309,750. 
His birthday anniversary was on that 
particular day. A party was staged for 
him in the morning attended by his 
associates and office staff. Agency Vice- 
president A. V. Mozingo was in charge 
and made a talk on behalf of the field 
men. The business in July was the 
largest July production in the history 
of the Volunteer State, exceeding last 
year by 52 percent. Its increase in June 
showed a gain of 20 percent. Vice- 
president Mozingo is doing things in the 
field for the Volunteer State and the 
results are being shown. 


Arrest “Special Agent” 
DALLAS, TEX., Aug. 14—C. R. 


Williams, wanted in many Texas coun- 
ties, and Oklahoma, New Mexico, Ne- 
braska and Kansas on life insurance 
swindling charges, has been arrested and 
is being held at Breckenridge, Tex. to 
face four charges. He has a ranch in 


New Mexico and it is said a New Mex- 
ico life company lost $57,000 through 
his activities. It is charged Williams’ 


plan was to sell life insurance to school 
teachers, using application blanks of 
reputable companies and quoting a spe- 
cial rate. He is said to have collected 
premiums in cash or notes, discounting 
the notes, and in many not com- 
pleting the transaction, compa- 
nies issued policies to prevent embar- 
rassment. A group of four men which 
works teachers of Texas has been 
rounded up. Their activities caused the 
insurance department and department of 


cases 
Some 


education to broadcast a warning to 
teachers to do no business with life 
agents unless they could produce li- 
censes. It is said life companies in 
Texas, Oklahoma, Kansas and New 
Mexico lost $300,000 in premiums 
through the activities of these “special 
writers.” 





Saskatoon Leader 
Toronto Speaker 


J. J. Leddy of Saskatoon, Sask., dis- 
trict manager of the London Life, who 
will give an address before the National 
Life Underwriters Association at the 
Toronto conventon, was born on a farm 
near Lindsay, Ont. He became a 
teacher and was head of one of the 
schools in Ottawa. At the same time 
he pursued his university course. 
Afterwards he took the advance course 
in the faculty of education at Toronto 
University and during the next two 
years specialized in English and history 
in Queen’s University at Kingston, 


Entered Real Estate Field 
He entered the real estate business 
at Ottawa and moved later to Saska- 


toon, where his firm had large business 
interests He acted as building man- 
ager. With the slump which followed 
the war, building was greatly restricted, 
He started writing fire and casualty in- 
surance. In 1916 he became connected 
with the London Life, taking charge of 


its agency in northern Saskatchewan. 
He has been with the company ever 
since. Perhaps there is no section in 


North America where agency and busi- 


ness building is so difhcult as in his 
section. Mr. Leddy's agency, however, 
has always given a good account of 
itself and in the annual Dominion-wide 
competition for business since 1923 the 
agency has won first place twice and 
second place twice. He has four super- 
visors, having divided his ‘district into 


lour parts. 
Helped in War Time 


During the war he was chairman of 
the board of directors of the Army Huts 


Association, which was responsible for 
raising money to supply comforts for 
the soldiers abroad. He has always 


taken an active interest in politics in 
his province. He was a member of the 
national committee of the Conservative 
party in 1927 when it chose its present 
leader, who has now won the premier- 
ship of the Dominion. He will speak 
at Toronto on “Hard-Headed Senti- 
ment in Selling.” 


Snyder Takes Up New Work 
with Commonwealth Life 


Commonwealth Life of Louis- 
ville has made an addition to its 
office agency personnel in the appoint- 
ment of J. Herbert Snyder, well known 
Louisville life underwriter, as manager 
of agencies, ordinary department. 

Mr. Snyder has a record of accom- 
plishment through years of experience 
in actual field work. Starting out with 
the rate book, he quickly demonstrated 
his ability as a personal producer and 
his fitness for agency building. He was 
shortly made general agent of the Min- 
nesota Mutual, and later promoted to 
the position of supervisor of agencies 
in the central states for the same com- 
pany, with headquarters in Louisville. 

With Monroe Smith, who has had a 
long service with the company, 
agency manager and M. G. Lasley, su- 
pervisor, this new appointment rounds 
out most effectively the Common- 
wealth’s agency personnel. 


The 
home 


as 


Morris Plan Sets Record 


President Henry H. Kohn of the Mor- 
ris Plan Insurance Society reports the 
company’s volume during the first six 
months of this year at $20,348,000 setting 
an all time record for that period. The 
record of the Morris Plan is indicative 
of the rapid development of protected 
loan insurance, according to Mr. Kohn. 
In 1920 the Morris Plan's total volume 
was $5,092,000, which is contrasted with 
an indicated volume for 1930 of $40,- 
000,000, 
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J. ELLIOTT HALL’S RECORD 


J. Elliott Hall, general agent in New 
York City for the Penn Mutual -Life, 
paid for $2,247,214 in July, compared 
with $2,410,881 last July. This is in 
effect a large increase, as the discon- 
tinuance of thrift business this year took 
well over $500,000 of business out in 
July. The total fgr the year to date was 
$20,856,484, compared with $23,394,098 
last year, of which nearly $5,000,000 
was thrift business. 

“2 «@ 

CHANGE IN NEW YORK OFFICE 

Chester C. Nash, associate editor of 
THE NATIONAL UNDERWRITER at New 
York, who has specialized on life in- 
surance news, has resigned and will 
shortly take another position. Mr. Nash 
became connected with THe NATIONAL 
UNDERWRITER at its Chicago office after 
experience in the general business field. 
He graduated from Northwestern Uni- 
versity. He has become favorably 
known among the life insurance frater- 
nity of New York City. Robert B. Mit- 
chell, a Williams College graduate, who 
has had five years’ experience in daily 





newspaper work, four of which were on 
the New Orleans “Times-Picayune” and 
one year on the Troy, N. Y., “World,” 
has been attached to the editorial staff 
of THe NATIONAL UNDERWRITER in New 
York. Mr. Mitchell’s residence is in 
Jackson Heights, L. I. 

<=. 

STUDIES COLLEGE RISKS 


Competent statistics on the mortality 
among college men, as compared with 
non-college men, especially in relation 
to athletes and honor students, have 
been compiled by Louis I. Dublin, statis- 
tician of the Metropolitan Life, and were 
published by the New York “Times.” 
Mr. Dublin presents the result of an 
analysis of the subsequent life history of 
38,269 men who were graduates of eight 
eastern colleges in the classes of 1870 
to 1905. Of this number, 6,500 were 
honor men and about 5,000 were ath- 
letes. He viewed the problem in the 
three ways, general student body, ath- 
letes and honor students, giving sepa- 
rate statistics for the three for compara- 
tive purposes. 

The final results of this very broad 





review, the most complete of its kind, 
showed that college graduates gener- 
ally have a lower death rate than the 
general population by a_ considerable 
margin. Further, it was shown that 
honor men had the best mortality rec- 
ord, their death rate being below both 
athletes and general population, while 
the athletes fared less happily than the 
honor men, somewhat under the general 
student average. This is shown below 
in tabulation. 

In commenting on this, Mr. Dublin 
said that it was probable that the ath- 
letes carried themselves somewhat more 
energetically into activities in later life 
and thus did not conserve their energies 
as greatly as did the honor students who 
usually settled into a normal program 
rather quickly and remained steadily 
there. He said that this was true of 
those up to the class of 1905 and he 
does not know how the relationship 
would hold today, in the face of modern 
college methods, with improved health 
conditions and complete medical facili- 
ties. Also, improved health conditions 
among student bodies generally might 
affect their status today. The figures 
did show that the athletes from 1900 to 
1905 showed a much better record than 
those before, reflecting the improved 
health conditions up to that time, but 
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Royal Union Life Building 


Cor. Seventh and Grand Ave. 
Des Moines, Iowa 


ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 
A. C. TUCKER, President 


Nineteen Thirty to date has 
been a good year for the 
Royal Union agency force. 


A gain of 20% has been regis- 
tered in new paid-for business 
for the first half of the year 
over the same period of Nine- 
teen Twenty-Nine. 


Our sales plans are proving 
very effective. 


If you are not now under con- 
tract and are looking for a 
profitable and happy connec- 
tion let us hear from you. 
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recent intensive athletic work may of. 
set some of that. 

The summary figures on the invest. 
gation are shown as follows: 


At At 
Age 22 \ge5 
a 45.56 20.86 
Graduates generally.... 45.71 14 
Honor men .......++++- 47.73 22 
Insured men, 1900-1915 
(American men _  ulti- 
mate table) .........«. 44.29 19.79 
New Zealand males, 
SRUOSEEEE 4004660004600 46.91 2] 


United States white 
males, 1901 (original 
registration States)... 40.71 19.40 
United States white 
males, 1926 (regis- 
tration States of 1920 43.46 19.23 
es 6 * 


PROTEST SOCIAL INSURANCE 


Associated Press reports have state/ 
that French workers are greatly dissat. 
isfied with the operation of the new 0. 
cial insurance act, just invoked, and ar 
out on strike in large numbers, espe. 
cially in northern France, in protest. It 
is stated that they object to the deduc. 
tion of 4 percent from their wages with. 
out a wage increase, the premiums for 
the government coverage taking that 
amount out of each pay envelope. En. 
ployers, though troubled by the strikes, 
are not out of sympathy in many cases 
as they have to contribute a like amount 
to the social insurance fund, the govern. 
ment adding appropriations to make w 
the required amount. 

e 2 @ 
FRASER MAINTAINS PACE 


J. M. Fraser, general agent for the 
Connecticut Mutual Life in New York 
city, reports a paid total in July 
2,119,000, a considerable increase over 
last July. This is the first full month 
of the agency under his leadership and 
he is maintaining the pace of his 
brother, Peter M. Fraser, who has just 
gone to the home office as _ vice-presi- 
dent. 

*x* * * 
REINHARD IS LEADER 


For the fourth time this year T. § 
Reinhard, a member of the Bankers Life 
of Iowa agency in New York City, has 
won leadership of the entire sales or 
ganization in weekly production. In 
one week Mr. Reinhard produced new 
paid-for life insurance of $80,000 to wi 
his fourth weekly leadership. 


Colgrove Retains Expert 


Failure of C. W. Colgrove of Chi- 
cago, originator of the “Mutual Estate 
Associations” method of selling life in- 
surance, to obtain the lower court de- 
cision in his test suit with the [Ilinos 
department as to the legality of his plan 


has resulted in his employing Judge 
Robert S. Kolliner, leader in the Min- 
neapolis bar, as additional counsel. Judge 
Kolliner is eminent through mut the 
United States as a specialist on a beset. 
He formerly was professor in a Min 


neapolis law school and his entrance 
into a case always is said to guarantee 
a stiff contest. He has been Mr. Col- 


grove’s personal attorney for mam 
years, and the Chicago man was a stt- 
dent under him in the Minneapolis law 
school. The test case now on appeal 
to the Illinois supreme court is expected 


to be heard some time in the September 
term. 


Dale Experienced in Work 


Chester I. Dale, who becomes vite 
president and agency manager of the 
Pacific States Life, has had 20 years lite 
insurance experience, gaining a 
knowledge of agency building. He w* 
president of the Union National Life o 
Kansas City, Mo., which was rect ently 
taken over by the Pacific States Lite 
For nine years he was agency direct of 
for the International Life. 





Penn Mutual’s Western Meeting 


Western agencies of the Penn Mutual 
Life will hold a conference at 
Springs, Colo., September 22, and 2 " 
Several home office executives will at 
tend. 
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LIFE INSURANCE EDITION 
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326 Superintendents 
Managers and Assistants SAY: 


VERY HELPFUL 

“We have subscribed for, received and have been 
using your Industrial Diamond Life Bulletins in our 
office and wish to say that we find them very helpful in 
our work. Many very valuable sales plans are outlined 
and the men in my office, as well as myself, feel that we 
are deriving a great deal of benefit from this valuable 
work being put out by your Company.” 

(Signed) G. M. Rockwood, Superintendent, 
The Prudential Insurance Co. of America. 


ACTS AS GUIDE 
“We have taken matters concerning the Industrial 
Bulletins up with our assistancy staff and the boys are 
unanimous in their expressions as having a feeling that 
these Bulletins are valuable to the Industrial men and 
they feel that this material acts as a guide in the in- 
structing and training of the various staffs.” 
(Signed) H. W. Eckhart, Superintendent, 
The Western & Southern Life Ins. Co. 


EVERY MAN NEEDS IT 

“I have gone over with a great deal of interest your 
new Industrial Service, and I personally believe that 
every man in our employ should be a subscriber for this. 
In fact, I believe that every Industrial agent in the 
United States should be a subscriber for it. 

“I believe that your booklet ‘Industrial Plus Or- 
dinary’ should be read by every agent that we have, not 
once but twenty times, and the more he reads the more 
he is going to get out of it.” 

(Signed) A. S. Burkart, Vice President and General Manager, 
Conservative Life Insurance Company of America. 


OF GREAT BENEFIT 


“The writer has spent about ten years in Insurance 
Instruction work and-all during that time more benefit 
and actual help has been derived from Diamond Life 
Bulletins than any other system devoted to the same 
work. 

“Education is a matter of desire in the first place 
and merely to place such matter where an Agent may 
look at it if and when he chooses to derive the least bene- 
fit from it. We make a practice here of using your ma- 
terial in our school and by that method every man hears 
about it even though he may not use it to best advantage. 

“We feel that by their hearing something about it 
their curiosity may be aroused to a point where they 
may want to know more, which, if continued, will lead 
to the habit of study. 

“This is the best we hope for, and we feel your 
Bulletins are appropriate and very helpful.” 

(Signed) E. E. Eastwood, Superintendent, 
The Western & Southern Life Insurance Co. 


“THESE are OUR Problems” 














Abner Thorp, Jr., one of the greatest 
living authorities on selling Life In- 
surance, and Editor of The Diamond 
Life Bulletins, is the head of The 
— Diamond Life Bulletins 
staf. 


Supporting him is the largest In- 
surance publishing house in the 
world, The National Underwriter— 
Rough Notes Company, publishers of 
The National Underwriter, The In- 
surance Salesman, The Accident and 
Health Review, etc., etc. 


Here are unrivaled facilities for 
collecting and testing the last word 
in Insurance selling methods. The 
Industrial Diamond Life Bulletins 
has them. 


Each month, subscribers will re- 
ceive condensed explanations, sales 
talks and methods, with illustrations 
for use in canvassing, from the brains 
of men who know how to sell, and do 
sell, and all of this for less than the 
cost of two postage stamps a day. 

















The National Underwriter Company, 
420 East Fourth Street, 
Cincinnati, «Ohio. 


I can solve my own problems but | haven't time 
to study and time to travel and talk with other 
men all over the country. If you have collected 
practical plans which will save my time and help 
my men, tell me about them. Send the free booklet 
“Industrial Plus Ordinary”. 


PD nwedndctesteutniinandeeeebeksesseeseenst 
REE s ccccsccsscocvevscocscsececsa ecccccece 
Street City State 
COME cccoscovcccses cevecvccecccccces 
WD Bcececccddducnnnncescedcedacs eveceececees 








NS 





THE 








NATIONAL 








U NDERW ‘RITE R 








Disability Benefit 
Made Life Agent 
of Blind Dentist 














AND MRS, PEARCE 


DR. 


to a success- 
he refused to 


How near tragedy 
ful professional man, 


came 
how 


be downed, and how he _ eventually 
climbed to succes in a totally different 
field is seen in the life story of Dr. 
J. H. Pearce, now a Peoria, Ill. repre- 
sentative of the Connecticut Mutual 
Life. 


A few weeks after returning from his 
honevmoon in 1916, Dr. Pearce, a grad- 
uate of the dental school of Chicago 
University, got an infection in his eyes 
while working at his dentist chair, and 
soon became blind from a streptococcic 
infection, For two or three years he 
and Mrs. Pearce sought throughout the 
country some specialist who could save 
his eyes, but to no‘avail. When search 
was finally given up and an analysis of 
the situation taken, the chief asset was 
a $2,500 life insurance policy in the Con- 
necticut Mutual, with disability income 
benefits. 


Spends $10,000 Seeking Relief 


During the three years that were spent 
searching for some specialist who could 
restore his eyesight, Dr. Pearce spent 
over $10,000, not counting the loss of 
income that he suffered at that time. 

A $2,500 policy put him in the life 
insurance business, where it gave him 
some comprehension, at least, of a dis- 
ability income for which the whole fam- 
ily is protected. Needless to say, al- 
most every policy that Dr. and Mrs. 
Pearce have written since 1918 has in- 
cluded disability benefits. They have 
consistently produced $200,000 to $300,- 
000 each year since they have been in 
the business. 

Dr. Pearce often says: “If a blind man 
can succeed in life insurance work, why 
can't other men, who have the use of all 


their faculties?” 
Summer Momentum Club 


The Penn Mutual, to capitalize dur- 
ing July and August the production mo- 
mentum created and maintained by its 
agents during the first six months, has 


organized the Penn Mutual Summer 
Momentum Club. Its membership is 
voluntary. To each joiner an attractive 


certificate of membership is sent. Al- 
ready the success of the organization is 
assured. The Penn Mutual expects in 
consequence to continue its monthly 
record of heavy production. Through or- 
ganized industry during the midsummer 
period, the effects of the seasonal let- 
down and of the general business de- 
pression will be measurable offset, in 
the opinion of the Penn Mutual’s home 
office. 





Huge Estate Sacrificed to Meet Claims 








Anthony M. Ruffu, mayor of Atlantic 
City, died June 22 in a grade crossing 
accident a very rich man, with an estate 
valued while he was alive at approxi- 
mately $4,500,000. The reason why his 
heirs probably will receive next to noth- 
ing and why his dream of a boys’ home 
for which he had arranged a large trust 
fund will not be fulfilled is the reason 
for life insurance. 

He was a self-made 
enough, in view of his lack of life in- 
surance at his death, he was a director 
in several fire insurance companies and 
was head of the Ruffu Corporation, At- 
lantic City general insurance agency. 

Heavy Real 


man. Oddly 


Estate Holdings 


His holdings consisted of real estate 
which he valued at $3,000,000 and per- 
sonal property, $1,500,000. 

Now that his estate is being probated 
and settled, it is discovered that the 
$3,500,000 real estate has shrunk enor- 
mously in value due to the slack market, 
and mortgage holders are demanding 
payment. Several foreclosure proceed- 


Steffelin Ilinois Life ony 


Prize Winners Announced 


Edward H. Steffelin, director of sales 
of the Illinois Life’s Insurance Ex- 
change agency, has made a remarkable 
record since Jan. 2 of this year when he 
signed his contract with the Illinois 
Life. On July 31, Mr. Steffelin had 
nearly $1,000,000 in paid for business 
to his credit and leads all Illinois Life 
producers. By virtue of his perform- 
ance Mr. Steffelin becomes president of 
the Illinois Life’s $100,000 Club for the 
year ending July 31, 1931. He works 
in Chicago. 


Mr. Steffelin was in ninth place on 
May 1. A week later he was reported 
to be in second place and when the 


contest closed he had reached first place, 
displacing W. T. Whitehead, agency 
manager of the home office agency. Mr. 
Whitehead becomes vice-president of 
the $100,000 Club. In January, Mr. 
Whitehead negotiated a $150,000 con- 
tract on a single life. 

The Illinois Life has awarded its first 
conservation prize of $100 to Manager 
N. Stanley Peterson of the company’s 
Chicago agency, who had a renewal per- 
centage of 97.76. Mr. Peterson qualified 
for second prize in 1929 with a renewal 
percentage of 93.93. The conservation 
award has been a feature in the Illinois | 
Life since 1911. 

Manager John G. Brinkley of Okla- 
homa captured the second conservation 
prize of $50 with a renewal percentage 
of 94.04. This Mr. Brinkley’s third 
appearance on the prize list. The other 
prize winners were Manager Daniel B. 
Ryan of the Hyde Park agency, Man- 
ager R. B. Daniel of the west central 
Kansas agency and Manager M. E. 
Dark of the southern Missouri agency. 


is 








Suggestions Are Made | 
How to Close Quickly 








Two Equitable Life of New York men | 


give suggestions for getting a quick | 
close. 

Claude W. Douglas, Fremont, Neb 
Says: 

Here’s a “close” I have used with | 
more success than any other 


After I have finished the interview I 
ask, “Is there any good reason why we 
shouldn’t put this protection in force 
today?” It puts the prospect on the de- 
fensive and I find it is easier for him 
to answer “No” to the question which 
is really “Yes” to the proposition, a; 
he has probably been thinking of “No” 
all during the interview. 

M. C. Horner, Morristown, 
says: 


Tenn., 





In closing, we all know that the more 


ee 
| license. 


| ceased activities in St. 
| he announces that he rejected the de- 


ings are under way. So involved is the 
estate that three of the four executors 
declined to accept the appointment, one 
of them the Bankers Trust Company of 
Atlantic City. 

It is reported now that virtually all 
his real estate must be sold on a rock 
bottom market to satisfy claims. The 
personal estate must be used to make 
up the difference between the amount 
of mortgages and the sum realized from 
real estate. There is grave doubt 
whether anything will be left for the 
family and the boys’ home. 

The boys’ home, which he had titled 
the Ruffu College for Working Boys, 
was to be the fruition of his hard ex- 
perience. He started life as a poor boy 
and he wanted to help others to suc- 
ceed. In addition he had provided a 
trust fund for his six children and sev- 
eral relatives. 

Life insurance men point out that if 
Mr. Ruffu had carried sufficient life in- 
surance to liquidate his obligations at 
death, his entire estate could have been 
saved. But he carried no life insurance. 





a York Life Sees ieee 
Growth in All Departments 


The New York Life, during the first 
six months of this year, issued 187,758 
policies for $538,079,800 contrasted with 
164,36 policies for $511,074,600 during 
the same period in 1929. Moreover the 
company declined 11,908 cases for more 
than $49,000,000 insurance on the lives 
of applicants who were not insurable. 
The company’s total insurance in force 
June 30, was more than $7,571,000,000. 

The company, during the same period, 
invested $79,309,073. Of this amount 
$46,155,363 was invested in bonds, pre- 
ferred and guaranteed stocks, while $33,- 
153,710 was invested in mortgage loans. 

In six months the New York Life 
paid to living policyholders over $65,- 
000,000, including dividends of more 
than $35,000,000, and to beneficiaries of 
over 7,700 deceased policyholders it paid 
more than $33,000,000, including over 
$1,300,000 double indemnity for acci- 
dental deaths. Beneficiaries of 375 
policyholders who had been insured 
less than one year collected $1,453,290. 


Sullivan Rejects Offer 


The two legal cases of J. P. Sullivan, 
former St. Louis general agent for the 
Lincoln National, in his wrangle with 
st. Louis life men over the “Emancipa- 
tor” policy, are due to come up in the 
October term of the Missouri supreme 
court. One case a mandamus suit 
against the department to force issuance 
of an agent's license to Mr. Sullivan and 
the other is a libel suit against a general 
agent. It is reported this week that the 
department has attempted to compro- 
mise the license case of Mr. Sullivan by 
issuing a license to one of his agents 
who remains in St. Louis and whose 
license was held up jointly with Mr. 
Sullivan's, in return for the latter’s con- 
cession in not pressing for his own 
I Mr. Sullivan now general 
agent for the Illinois Life in Chicago, 
selling the “Equalizer” policy and has 
Louis. However, 


1S 


1s 


| partment’s offer. 


we press for consent, the more staunch 
the refusal. There are certain questions 
which, if answered, imply consent and 
result more often in getting a signed 
application. Two favorite queries of 
mine which I have found very effective 
are: 

“Shall I try for the disability feature?” 
and 

“Where do you have your mail sent? 
Shall I have your premium notices sent 
there?” 
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Life Ieemane Abvatine 


Debated in Ottawa Meeting 
CAMPAIGN DEEMED ADVISABL? 


Aid to Field Men Stressed in Discussing 
Pros and Cons of Old 
Question 


OTTAWA, CAN., Aug. 14.—The 0 
tawa convention of the Association 
Life Insurance Advertisers heard ma 
criticisms, some favorable and _ sop 
otherwise, on life insurance ad\ g 
in Canada. Bruce Campbell, acvertis. 
ing manager of the Toronto 
gram,” declared that 26 compani« 
$250,000 in the daily newspapers 
premiums of $69,000,000, and if agent 
commissions were reduced by 
percent and the money used in 
tising, life insurance would be « 
sell and the agents would make mor 














money. He advocated repetiti 

the use of more and larger spac« ! 
ing that most campaigns were sprea 
too thin, while department stores, thea 
ters and others using space daily get 


better results. 


Hold Advertising Clinic 
Col. R. F. Parkinson, managing 
rector of the Ottawa “Journal,” dailie 


presented criticisms of series of er 
tisements by several life companies, | 
J. Gallagher of Desbarats advertising 
agency, Montreal, analyzed his views 


results from folders, selling charts, et 
J. A. McCamus, agency supervisor 

the North American Life, urged more 

advertising, not only for sales but for 


conservation as well. “We are on) 
using pop-gun tactics to reduce su- 
renders and lapses,” he said. “Ii ad 
tising is so powerful why shoul it not 
be used to reduce lapsation?’ 
There was general praise for 
stitutional campaign of the | 
companies, and it was pointed 
some United States companies 
been using copy from the Canadian joint 
campaign. One criticism, expressed | 
several, was that advertisements (lid not 
get down to “brass tacks” yugh 
but dealt too much in generalities 


the in- 
anadian 
ut that 


nave 


soon en 





Michigan Manager | 











J. E. MORRISON 





J. E. Morrison, who has I 
state manager for Michigan tor ™ 
Franklin Life, has had a splendid re 
ord of personal production. ™ 

In 1929 Mr. Morrison led the aget, 
force of the Lincoln Nations! in Pp 
production. He was the leading 48°". 
of the Merchants Life up to the time ® 
its merger with the Lincoln Nation 
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| F. H. Rhodes and the Berkshire 








PITTSFIELD, MASS., Aug. 7.— 
President Frederic H. Rhodes of the 
Berkshire Life took charge of that com- 
pany ot quite seven years ago and in 
that time has more than doubled its an- 
nual nduction. Seven years ago it 
was writing $15,000,000 and this year if 
it keeps up its pace it will do better than 


$35,000 100, 


Mr. Rhodes is the type of man one 
would expect to find with one of the 
larger companies but he is thoroughly in 
love with the Berkshire and completely 
satisied with it. He came to Pittsfield 
from general agency in New York 
and previously from that in Pittsburgh. 
He went to New York bare-handed and 
took charge of a rundown agency. He 
became one of the large personal pro- 
ducers New York writing as high as 


$4,000,000 in a year, and at the same 
It up a splendid agency force. 


time bui 

Has Three New York City Agencies 
The Berkshire now has three genera! 
agencies in New York City and wil! 
probably get as much as $15,000,000 of 
its new business this year out of the 
Empire state. When Mr. Rhodes went 
to New York he decided to go after the 
larger policies. He had no acquaintance 
to spe of and nothing to go on ex- 
cept his old policyholders. The Berk- 


shire was just about out of it in New 


York as the agency the previous year 
had written something like $140,000, 
Anyone who knows Mr. Rhodes will 
understand why he_ succeeded. His 
personality would put him over any- 
where. He not only knew how to reach 


the influential people and large buyers 


but he had the faculty of attracting 
agents him and making them suc- 
cessful 

No doubt the large increase in the 
Berkshire’s business is due to this qual- 
ity of personal leadership and inspira- 
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FREDERIC H. RHODES 


tially human quality which will take a 
man who has it anywhere but he also 
has the executive ability and balance to 
keep him there after he arrives. When 
Mr. Rhodes succeeded the late W. D. 
Wyman as the Berkshire’s head he made 
up his mind that the presidency would 
not change him, that he would be “Fred 
Rhodes” to his old pals as he had al- 
ways been. This was a wise determina- 
tion as his personality is his strongest 
asset in building the Berkshire and he 
has drawn about him in the field men 
who like to work for him and with him 
because of his ready responsiveness, 
geniality and good fellowship. 

He heads a company of $47,000,000 of 


tion in Mr. Rhodes. He has the essen- | assets and $225,000,000 of insurance and 





LIFE INSURANCE EDITION 


feels down to his sole leather that there 


is not a company in the land that can 
offer anything worth while that the 
Berkshire cannot give. He has devel- 


oped some big producers and will have 
more of them as time goes on. Mr 
Rhodes came from Pittsburgh originally 
and takes some pride in the fact that he 
was the first of several Pittsburgh gen- 
eral agents to be called to the larger 
held of New York. Among these were 
Charles B. Knight, manager of the 
Union Central, the late C. A. Foehl of 
the Prudential and Graham C. Wells of 
the Provident. In New York he 
joined the coterie of leading general 
agents. It is not out of place to say 
that he is making a place for himself 
also among the life insurance presidents 
and leading officials. 

Although he is president of one of the 
smaller companies and Frederick H. 
Ecker heads the largest company in the 
world, the two men have more in com- 


soon 
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mon than their cognomen “Frederick 
H.” For one thing they both belong to 
that great aristocracy of executive talent 
who come under the head of “From 
Office Boy to President” which would 
embrace a large percentage of America’s 
business executives, outside as well as 
in the insurance world; which only 
means that they know their business 
from every angle and in every depart- 
ment. 


Mr. Rhodes regards Mr. Ecker as one 
of America’s great business executives, 
holding place among the leaders in 
building, steel, railroads and other major 
lines. 

Mr. Rhodes knows that all big men 
are essentially human and broadminded. 
He counts it as one of the major privi- 
leges of being president of a life com- 
pany that he has personal contacts and 
associations with men who aside from 
their positions are both stimulating and 
interesting individuals. 


as 





Should Understand Making of Will 








E. E. Sayles of the Detroit estates de- 
partment of the American Life of De- 
troit in a talk before the agents’ con- 
vention said that the well qualified 
agent should understand the making of 
a will and should see to it that his pros- 
pects have their wills properly drawn 
The legal phraseology, he said, is not 
so important as is the plan of the will 
\ will should express the wishes of the 


person who is arranging for the dis- 
tribution of his estate. A will, he said, 
should continue to be a thing in the 


building. Conditions change and there- 
fore wills should change 


Death Demands Numerous 


Mr. Sayles said that few men under 
stand the sacrifice that may be involved 
in the probating of their estates. Death 
demands are numerous and sometimes 
very heavy. In order to meet these, 
frequently executors are forced to sell 
the best securities because they are the 





most liquid. Mr. Sayles said that it is 
not only important to see that an estate 
is properly built and the will properly 
made but that he should see that there 
should be competent management of the 
estate. A will should embody a man’s 
purpose. Unless the will properly 
drawn and its purposes intelligently car- 


be 


ried out, great disappointment may fol- 
low. 
He said that the life insurance agent 


should be the insurance counselor in the 
making of a will. Mr. Sayles was for- 
merly a minister and as. such came in 
contact with widows and orphans who 
came to him with their business prob- 
lems. He saw that much grief was due 
to the fact that a man had not made 
a will or had not planned it properly. 
Therefore, he sees the necessity for hav- 


ing this document properly drawn so 
that clear through the journey no time 
or energy will be lost in settling the 
estate. 





} EXPANSION PROGRAM | 


NOW UNDER WAY 





REPRESENTATIVES ARE NOW BEING SELECTED FOR 
PERMANENT APPOINTMENT IN CHOICE TERRITORY 


GET IN ON THE BENEFITS THIS PROGRAM PROVIDES 


FOR FURTHER INFORMATION WRITE TO 
DR. F. H. SCHOLLE, MANAGER OF AGENCIES 


(IN THE GREAT CHICAGO - CALUMET DISTRICT) 


HAMMOND — INDIANA 





NORTHERN STATES LIFE INSURANCE 
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LIFE COMPANY CONVENTIONS 














Big Ten Leaders Announced 


Prepares for | Field Force of National Life, U. S. A., 
in Annual Convention at 
Indiana Resort 





Northwestern National 
Three Regional Conventions, First 
One on This Week 





. Collins, Chicago. 
only for production but for conservation : 
of business, settlement with application | Club will follow. John B. Parker, agency 
secretary, will preside over the ensuing 
leaders in all-round ability as life | Program, whcih is: 


Remainder of Program 


and self-improvement. Thus these men 


The convention contest closed June 30, 
with one month to pay for outstanding 
i i regional conventions 
will be held this month, 


Announcement of its Big Ten, lead- Field men of the National Life, 
ers in the point contest conducted for 
convention qualification, is made by the 
Northwestern Natjonal of Minneapolis. | 17-19. Sunday is to be devoted to regis- 
The Big Ten in order are: E. C. Hen- | tration and renewing friendships, i 
, Howard W. Yerxa and W. O. Wes- 
of eye ) 





Kansas, New] E. T. Keliher, L. 


Cae Rew and Vir-| Cost of a Personal / 
“Jeff” Duncan; “Selling 





Congregate at French Lick 








A., were congregating this week for the 
convention at French 


dinner and informal reception at night. 
N. Ney, Wi- | President Robert D. Lay will welcome 
R. Rothenberg, Newark,| the gathering at the Monday business 
Moore, art Minn.; C.| session and R. C. Gi i 
; O. W. Veth, | a welcome to Indiana. 
’ ge and F. | executive vice-president, will sound the 
Points were given not keynote. Installation f 
Hemphill as president of the $100,000 


“Practical application of the new sales 
preparation course to increase efficiency 
- of personal producer” 

( ‘ the first for the | Underwriter,” Max A. 
central region being Aug. 14-16 at Rapid| New Life Insurance 
i , in the heart of the Black Hills, | Freed; “Complete Protection, 
from Minnesota, | Builder,” J. A. Kissinger, assistant sec- 
Dakota, Iowa, Ne-| retary; “Complete i 

The second meet-| Agency Builder,” Charles A. Mooney, 
ing will be in Estes Park, Colo., Aug.| Jr.. H. M. Truesdall, 
i Texas, Cali- | “Conservation, and How it May Lead to 
Washington, Idaho, | New Business,” James P. F 
Montana, oye and Wyoming in at-| E. Anger, C. A. Mooney, 
The last meeting will be at 


“In the Seasoned 


Business from Direct Mail (Pie stg 

-28, when the Big | Frank E. Davis; “The Supervising Plan 
Ten need other agents who have quali- | Most Helpful to 
fied on a high point basis will be hon- | Agencies,” W. Frank Smith, 
This convention will also include | Reddy, B. M. Mulvihill; 
Carolina, Ohio, | Metropolitan Sections,” 





Sections,” L. L. Barr, A. Lee Peacher, 


Jr. 


Monday Afternoon Session 


The afternoon program Monday in- 
cludes: “A Unique Plan to Build Sales,” 
William H. McClintick; “The Field- 
man’s Relation to Risk Selection,” Dr. 
Walter A. Jaquith, vice-president and 
medical director; ‘“‘Demonstration—Pre- 
pared Sales Talk,” J. Parker Harrison, 
agency supervisor, and Roger E. Good- 
man; “Opportunities for Advancement 
Open to the Ambitious Personal Pro- 
ducer,” James S. Barrow, R. M. Vetter, 
I, A. Wilbur, Kirk King; “Our New 
Policies,’ George W. Wolfle, Otto 
James; “Advantages of Guaranteed Low 
Cost Coverages,” Freeman J. Wood; 
“How we have used the pacemakers 
bonus month and other company aids to 
stimulate protection,” William Elden; 
“What Goes to Make Up a Successful 
Life Insurance Man,” A. Lee Peacher, 
W. T. McClintick; “Our Company,” Ed- 
mund E. Lamb. 

The $100,000 Club banquet will be 
held Monday night with Mr. Webb as 
toastmaster. 


Hold Convention in Colorado | : 





Mutual Trust Life Men Spurred by 
Record of Two Years Continuous 
Monthly Increases 





Members of the Old Faithful Club of 
the Mutual Trust Life, Chicago, will go 
to their convention at Troutdale-in-the- 
Pines, Colo., Aug. 25, with a record of 
at least two years’ continuous monthly 
paid-for increases. The 24th consecutive 
month was recorded in July. For the 
first half of this year the average in- 
crease was 9.69 percent, and with July 
the average was about 12 percent. Dr. 
Charles J. Rockwell is the chief speaker 
at the convention, being scheduled for 
two addresses. 

The party will leave Chicago on a 
special train Monday, and Tuesday 


afternoon will take a bus trip t 
The opening banque 
be held that ‘night, 
the club will be introduced by Pres s 
Edwin A, Olson. 


Several Business Sessions 








Business sessions will start VW edne. 
morning with Vice- preside: t Ce 
A. Peterson presiding, 
afternoon will be open for rect reation 
Another business 
T j morning with Vieo-oresiin 
Slattengren in the chair an 
Rockwell speaking. 
will speak at the annual banquet Thu 








General agents will hold their 
ing Friday morning with C. W 
manager of the Illinois agency, as c 
In the afternoon there wil 
where the agents 
will leave for their homes. 

A special contest is being s 
August between members of the Ok 
Faithful Club and non-members, 
being penalized one 


Service buttons for five, t 
years with the company will be aw 
agents and general agents will att en 
from all parts of the country fro: 


Officers of the club 
stalled at the meeting are: 


, Albert Swenson, 
sistant at the home office, 
of all arrangements. 

Two Trophies Awarded 


The Slattengren trophy 
anniversary campaign has been pb 
to Victor F. Pettric, Milwaukee general 
for leading all general agents ia 


the Peterson trophy 


for leading in production over 
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This contest was staged in 
pril, May and June. Mr. Pettric has 
on the Slattengren trophy twice and 
nce more will give him permanent pos- 


gencies. 


ssi0n. 

"The Mutual Trust has written $25,- 
bog.702 of business the first half of this 
ear, a gain of nearly $4,000,000 over the 
ame period last year, or 18.42 percent, 
sad has paid for $16,003,964, nearly $1,- 
90,000 gain, or 9.69 percent. Insurance 
fn force June 30 was $172,706,129. 


Life Celebrates 


American 





Detroit Company at the $100,000,000 
Mark Pauses a While to Record 


the Achievement 





A three-day sales conference, cli- 
maxed by a one hundred million dollar 
banquet, celebrated the acquisition of 
$00,000,000 of insurance in force for 


ithe American Life of Detroit, which has 


grown steadily under the able direction 
of President Clarence L. Ayres since its 
founding in 1907. All agents qualifying 
in the hundred million dollar contest in 
June and July were brought to Detroit 
last week as the guests of the company. 
Claris Adams Gave Welcome 

Claris Adams, executive vice-presi- 
dent, opened the first business session 
of the American Life Underwriters 
Club, welcoming the visitors. Phillip 


'). Kieffer of Chicago, club president, 


presided. In line with the theme of the 
session, the past, present and future of 


‘the company, President Ayres outlined 


its history from its inception as the 
Northern Assurance in 1907 through 
1921, when it reinsured the American 
Life of Des Moines and adopted the 
name of this company, to the present 
time. In 1908 the company had $1,564, 
500 in force and now has over $100,- 
000,000. 

The president recalled the celebration 
when the company’s assets, starting at 
$100,000, reached the $500,000 mark, and 
the celebration when the point of $50,- 
000,000 in force was reached. Mr. 
Ayres paid tribute to the ability and 
loyalty of the field force who made pos- 
sible this splendid progress, and gave 
his impression of the character of the 
ideal life agent, giving the men advice 
in the matter of increasing their sales. 

Under the title “Then and Now,” 
Harold P. Trosper, vice-president, re- 
called the early days of the company 
and the struggles of the executives to 
overcome the problems that cropped up 
continually. Henry W. Owen, general 
agent in Saginaw and one of the early 
_ men, reminisced of the years gone 
y. 

Basis of Prospecting and Selling 


_ “The Basis of Prospecting and Sell- 
ing, an address by E. H. Marshall, 
superintendent of agents, was the high 
point of the afternoon session, at which 
fate selling was the theme. Loren 
v. Stark, manager in Tulsa, told how a 
‘arge number of moderate sized policies 
can be the basis for an excellent income. 
Charles R. Weeks, manager at Wichita, 
talked on “Systematic Selling” and the 
session was concluded with a few re- 
marks by \V. J. Tiplady of Ann Arbor, 
—- of the recent “Sales and Inter- 
Views 


contest, and A. D. Brogan of 
Des Moines. 
The final session was on the topic of 


— insurance and personal estates. 
ee were C. R. Suffron of the 
aie estates department, Sole Pro- 

etorships”; P. J. Crandall, Jackson, 
Gece “Partnerships and 
seal ions,” and E. E. Sayles of De- 
dg: “Your Will—An Oasis or a 
rn ge. The afternoon was given over 
‘© @ round table discussion on estates 
Tes Sag under direction of Russell D. 

He, assistant to the president. 


Mich, manager, on 


Columbus Mutual Convention 


: Joseph J. Davis of Indianapolis, Nel- 
and Hi Shultis of Greensboro, N. C., 
= P. Gravengaard of Columbus 

'¢ headliners for the Columbus 








Mutual Life’s convention of agents to 
be held at Cedar Point, O., Aug. 18-20. 


Excelsior Life Club Meets 


The “Excel” Club of the Excelsior 
Life of Toronto met at Niagara Falls. 
Dr. S. S. Huebner was the feature 
speaker, giving three addresses on 
“Economic Viewpoints of Life Insur- 
ance,” “Life Insurance as an Invest- 
ment,” and “Life Insurance as Property 
Insurance.” 

Among the officials addressing the 
meetings were Alex Fasken, president; 
A. C. Galbraith, general manager; W. 
F. Smith, superintendent of agencies; 
C. P. Muckle, secretary-treasurer, and 
M. S. Crockford, advertising manager. 


Reliance Life Shows Increase 


The Reliance Life reports an increase 
of 11.8 per cent over July last year in 


insurance in force, amounting’ to 
$6,483,002, bringing the total for the 
first seven months of this year to 


$47,287,926. The gain for 1930 to date 
is 16.7 per cent over last year. New 
accident insurance written by the Re- 
fiance Life this year totals $19,728,050, 
an increase of 19 per cent. 


Wide-awake life underwriters sub- 
scribe for personal copies of The Na- 
tional Underwriter. 




















A. N. MITCHELL 


A. N. Mitchell, director and general 
manager of the Canada Life, who will 





il 


speak at the big Toronto life underwrit- 
ers’ convention, commenced his life 
insurance career in 1901 with the Man- 
ufacturers’ Life, afterwards becoming 
general manager of the Federal Life, 
which position he held until 1915. Then 
he joined the Canada Life as assistant 
superintendent. In 1926 he was ap- 
pointed assistant general manager. He 
is well known in Canada and the United 
States for his work in connection with 
the Canada Life and as chairman of the 
Life Agency Officers Association which 
covers both countries. As chairman of 
the joint committee of the Canadian 
Life Underwriters Association and the 
Agency Officers Association, he has 
done an enormous amount of construc- 
tive work in behalf of the business as 
a whole. 


Life & Casualty Gains 


The first six months of 1930 the Life 
& Casualty of Nashville gained $730,362 
in assets. The net gain in ordinary 
insurance in force was $1,732,000. The 
increase in assets, President A. M. Bur- 
ton said, was by far the largest tor any 
similar period in the history of the com- 
pany. 


“Your Opportunity to Earn More,” a 
free booklet for A. & H. men, Write 
The National Underwriter. 





perience. 





THe SENTINEL 
LIFE INSURANCE COMPANY 
KANSAS CITY, MO. 


A vigorous four-year-old, with all the advantages 
of youth, and manned by a staff of executives of 
a quarter-century of successful life insurance ex- 
Gaining a million a month net. 


Licensed in 22 states and issuing an un- 
excelled line of Life and Health & Acci- 
dent covers of all types. Its New Ready 
Money Policy, a small-sized legal reserve 
life policy with loss draft attached, 1s an 
innovation that has won instant favor. 


L. L. ADAMS, PRESIDENT 


HOME OFFICE: INSURANCE BUILDING 


KANSAS City, Mo. 
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**Social Intelligence’’ 


PresIDENT HutcuHIns of the UNIVERSITY 
or Cuicaco, while secretary of the YALE 
University, developed the idea of a 
“human relations” department at Yale and 
was instrumental in raising $7,500,000 
as an endowment fund for this new depart- 
ment of practical psychology. Students of 
life insurance salesmanship have for some 
years been interested in the psychology of 
salesmanship and several practical books 
having more or less to do with the psy- 
chology of life insurance selling are now 
in use. 


Now comes the Grorce WASHINGTON 
University “social intelligence” test in 
charge of Pror. F. A. Moss. 


During the World War soldiers enter- 
ing the army underwent an _ intelligence 
test and some were graded according to 
mentality. The late E. A. Woops and 
others were much interested in some in- 
telligence test which might be applied to 
prospective life insurance salesmen with a 
view to weeding out at the beginning those 
unfitted for the business. All these various 
tests were more or less failures because 
the new science of personal relations or 
social intelligence had not progressed far 
enough. The trouble with the tests up to 
date has been that they have been too 
abstract and mechanical. A man may have 
abstract and mechanical intelligence but 
without social intelligence in addition he is 
likely to have a hard time of it in life in- 
surance selling. 

So now to fill this gap we have the so- 
cial intelligence test of Proressor Moss. 
A man may have a knowledge of the ab- 
stract principles of life insurance; he may 


even have a knowledge of the mechanics 
of life insurance, how it can be applied 
in a given case; but without social in- 
telligence he will not get very far in the 
life insurance field. 

In the eight page test put out by Pro- 
FEssoR Moss Test No. 1 is on “Judgment 
in Social Situations.” Thirty such situa- 
tions are described and four possible solu- 
tions to each suggested. Number one of 
this series is: “You have an employe who 
is very efficient but he is continually com- 
plaining about the work he has to do. You 
have noticed that his complaints have a 
bad effect on the other employes.” 

The second test is on “Memory for 
Names and Faces” and pictures and names 
for 25 men are given. After looking at 
these for a certain number of minutes how 
many of the names can you call? 

“Recognition of Mental State from 
Facial Expressions,” “Observation of 
Human Behavior,” “Social Information,” 
and “Recognition of the Mental State of 
the Speaker” are the other tests. 

This is sufficient to give an idea of what 
investigation in this new field of “Social 
Intelligence” will cover. It will be par- 
ticularly interesting and important in the 
life insurance field where a good life in- 
surance man has constantly to meet and 
deal with in a tactful manner more or less 
intimate and delicate human situations in 
order to apply the proper life insurance 
prescription and program. 

We shall expect to hear much of this 
new subject of “Social Intelligence” from 
our life insurance students and authorities 
in the near future. 


Having a Definite Cause 


IN one’s personal journey through life as 
well as in his business pilgrimage much 
time and energy are lost if there is no par- 
ticular destination or goal at hand. If a 
person does not know which way he is 
going it is very difficult for anyone else to 


give him suggestions. The man who has 
his path laid out and knows whither he is 
traveling can take advantage of many fac- 
tors to add to his contentment and achieve- 
ment. Only the unpredictable happen- 
ing can keep him from his objective. 


Challenging Call to Duty 


PROCRASTINATION is one of the evils that 
beset men in their personal lives as well as 
in their business. Some people are always 
putting off things until the last moment. It 
is difficult to explain why some people neg- 
lect to answer letters, fill out blanks, pay 


bills, keep appointments. Some people are 
eternally behind time in almost everything 
they do. There was an excellent adver- 
tising slogan coined, “Eventually — Why 
Not Now?” It is a challenging call to 
duty. 














field force in paid-for production dur- 
ing the first six months. Mr. Halley 
will celebrate the twenty-first anniver- 
sary of his joining the company next 
October. He qualified for the Hundred 
Thousand Club early in his career at a 
time when it was the big club of the 
company and never failed to renew his 
membership until the Quarter Million 
Club was formed. He qualified for the 
bigger club when it was formed and has 
renewed his membership every year 
since, 


L. Edmund Zacher, president of the 
Travelers, has visited 29 branch offices 
since the first of the year. Sometimes 
he simply drops in, introduces himself, 
if he is not known, and proceeds to get 
in touch with conditions. Mr, Zacher 
thoroughly knew finance before he be- 
came president and is following the ex- 
ample of his able predecessor, Louis F. 
Butler, in studying every branch of the 
insurance business. 

Vice-president William J. Graham of 
the Equitable Life of New York ‘has re- 
turned to this country after touring 
Europe with his family on a vacation 
trip. 


E. B. Caldwell, 70, who had been a 
director of the Ohio State Life for about 
15 years, died a few days ago at his 
home in Mansfield. He was president 
of the Caldwell-Bloor Wholesale Drug 
company. 


Gilbert Knudtson, manager on the 
Pacific Coast for the Mutual Trust Life 
of Chicago, has been on an agency tour 
through the Pacific northwest for 
three weeks. He reports. conditions 
satisfactory and is optimistic over pros- 
pects for the rest of the year. 
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Alvan Muldrow, youngest son of oe n° 
L. Muldrow, Minnesota Mutua! gengmeveral year 
agent at Norman, Okla., is in a hgpanager 10! 





pital suffering from a dislocat ed nafiouth Dakot 

































the result of diving into a pool whgggtil he was 
had not been properly filled with wagims a men be 
Mr. Muldrow is a prominent M innegumis record 
Mutual figure and he is a leading ¢ as largely 
of Oklahoma. He is a member of qpent as '2 
board of regents of the University MMerved th c 
Oklahoma. ent - sl 
— coas - 
W. Dwight Mead, assistant gene 
agent in Seattle of the Pacific MugftStratmal 
Life, was honored at a luncheon 
tended by 25 insurance executives &, ed b 
commemorate the completion of his % -" 7 
year in the insurance field. He } for Ohio, 
been in Seattle since 1910. He was? t 
notified the past week of his app 
ment as regional vice-president of ¢ The Atla’ 
National Association of Accident a on ‘ 
Health Managers for the Pacific Cox new 


isor Wt 
eadquarte rs 
incinnati 
tratman 
upervise O 


European economic conditions z 
adverse, Communism is spreading rm 
idly, and the general solution of all t 
prevailing ills to all appearances ks 
























been found in demanding excess ad Indi 
charges on all services and commodiiq™m™’ 5°™° ¢ 
desired by American tourists. That tory .-" 
marizes_ the general impressions -- to ; 
Lloyd T. Binford, president of t Bee with 
Columbian Mutual Life of Memphis? W'< 


r : Missouri S 
Tenn., who has just returned after se ? 


ife, he 
eral months abroad. aoeal 
- . ad consi 
Returning to Memphis at a tim le experic 
when the mid-south was in the grip qe jer vis 
the record-breaking drought, Mr. Bol aa aon wmeal 
ford cooled the atmosphere by remaifhe ° 


n produc 
work. Be 
Bnd reared 
St. Louis, 


ing that he wore a fur coat eight da 
in July, adding that Europe is expen 
encing its coldest summer in 47 yeas 

William H. Jones, 57, 


formerly Ka Rervice of 











_ sas City general agent of the Dei. cud 
A. N. Carlson, general agent for the | Moines Life & Annuity, is dead. i Resity A 
Mutual Trust Life of Chicago in Sioux | was a major in the Spanish-Ameri@red to | 
City, Ia., recently was operated on for | war. Missouri S 
appendicitis and has gone to California _ Lurance w: 
for a month’s vacation to convalesce. Alex J. Groesbeck, president of th tend night 
Wayne B., Costar, one of Mr. Carlson’s Michigan Life of Detroit, who is cam Minnesota. 
agents, had the same experience. paigning for governor of the state, ha} cashier in 
—_ left the upper peninsula and reach ‘try. He | 
Charles D. Williams, agency super-| Detroit last Sunday, opening his cat{ new duties 
visor at Boonville, Ind., for the Amer-| paign in that city the following d§Jthe Merce 
ican Central Life, has been elected | Mr. Groesbeck has served two terms ®— Stratman 
treasurer of the Boonville school board | the office, retiring two years ago. 
for the coming year. — - Tray 
— Tom Simmons, general agent of th . 
Lt. Col. Richard M. Bidgood, mem- | Pilot Life in Rocky Mount, N. C,, hé Ross W 
ber of the Richmond agency of the] spent a busy week on Shrine dutié Indianapol 
Mutual Life of New York, attended | Mr. Simmons will become potentate @ has been | 
national guard maneuvers held recently ' Sudan Temple about Jan. 1 id oo 
>» 2 c 
I ated in | 














LIFE AGENCY CHANGES 


pGeorge J. 
5 connected 














been appointed general 
Pacific States Life. He will also have 
charge of Nevada. He has been con- 
nected with the Business Men’s Assur- 
ance of Kansas City in Utah. 


agent for the 


Lewis at Los Angeles 


Sam Lewis has been appointed gen- 
eral agent of the Pacific States at 1020 
West Seventh street in Los Angeles, 
thus giving it a downtown general 
agency. He was connected with the In- 
ternational Life for a number of years. 
Fred J. Hernbloom of Omaha has 
been appointed general agent in north- 





ern Nebraska. He has been operating 





in Montana for some time and last 





__JBS years, hav 

sistant in 

Pacific States’ New Men| month was second on the honor roll re bis « 
the Pacific States. — Ge a 

Walter G. Harbold has joined force _Utorge 

Appointments Made in Various Parts | with Clinton Rapley, form a part oes 
of the Field, Increasing the nership in the Santa Rosa, Cal. gene seared * 
Organization agency. Mr. Rapley has been an am ~ . 

for the West Coast Life. el elle 

the Insuy 

J. W. Harbertson of Ogden, Utah, has Freeman J. Wood Promoted Michigan 
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Wade 
appointed 
Mutual | 
will 





Young Supervisor With 10 Years’ Varied 
Experience Is National Life, U. S. A, 
Chicago Manager 













CoV 
_ counties 
Freeman J. Wood has been appo 
agency manager of the N tional a 
U A., with headquarter Crp HB 
in suite 640, 29 South La oe in lens 
. r as } variec -ve 
Chicago. Mr. Wood has h meld covet Mutual 





perience in home office and 
ing more than a decade, 4 





m the Sun 
rf resentati 





| has set? 
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fine record in production. _ ‘reat Mam the Stat, 
is still young, no member of the 0! nce WR and bee: 
has had a broader experiet'’ a 
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he is a veteran in service and ac- 
mplishment. 

Mr. Wood operated successfully his 
nagency at 21, and the following year 
oduced, personally, 221 applications 
br $686,000 paid-for. In addition he de- 
joped an organization that produced 
bhstantial volume. 

He joined the company as agency 
anager in South Dakota ten years ago. 
epveral years later he was promoted to 
anager for southern Minnesota and 
sth Dakota at Minneapolis, remaining 
intl he was called to Chicago in 1927 
a member of the home office staff. 
His record there as agency supervisor 
as largely responsible for his appoint- 
nent as manager this week. He has 
rved the company in agency develop- 
nent and supervisory work from coast 
» coast. 






Stratman to Cincinnati Post 


Jamed by Atlantic Life as Supervisor 
for Ohio, Indiana and Some Con- 
tiguous Territory 


The Atlantic Life announces the ap- 
bointment of H. G, Stratman as super- 
isor W ith 
eadquarters at 
incinnati. Mr. 
tratman will 
upervise Ohio 
nd Indiana 
nd some ter- 
itory contigu- 
bus to those 
tates. For- 
Mmerly with the 
[Missouri State 
ife, he has 
had consider- 
ble experience 
Supervising 
nen as well as 
gn production 
Work. Born 
mand reared in 
St. Louis, he 
entered the 
Service of that company there in 1922, 
Awhile studying law at St. Louis Uni- 
Wersity. A year later he was trans- 
Herred to the Minneapolis office of the 
Missouri State and while engaged in in- 
surance work there found time to at- 
tend night session of the University of 
Minnesota. Subsequently, he served as 
cashier in several sections of the coun- 
itry. He has already entered upon his 
new duties in Cincinnati with offices in 
the Mercantile Library building. Mr. 
Stratman is 28 years old. 


Travelers Changes Made 


Ross W 
Indianapoli 
has been pr 
of those de 











H. G, STRATMAN 





iyers, field assistant in the 
ranch of the Travelers, 
oted to assistant manager 
rtments in the Grand Rap- 


ids, Mich. office. He will be associ- 
pated in h iew work with Manager 
BGeorge J. Scott. Mr. Byers has been 
pCOnnected with the Travelers for five 


served first as a field as 
Omaha branch office be- 
ler to Indianapolis in the 


sistant in t 
fore his tr 
Same capa 
George 
assistant 


Watson is transferred as 

iger from the Michigan 

h office in Chicago to the 

hange branch, and Charles 

the ee assistant manager, from 

Michienn” Exchange office to the 
Ig ue branch. 


nsurance | 


Wade and Reed Nelson 
Wade 
2Ppointed 
Mutual Lif 
will 


Reed Nelson have been 
eral agents of the Penn 
t Cedar Rapids, Ia. They 


ten Sever tinn, Benton and Tama 
Ounties 





H. B. Burrows 


ws, in life insurance work 
r 26 years, has left the 
f New York to go with 
Canada as special rep- 
Burrows started with 
ot Worcester in 1904 
neral agent of the Home 


\r. 


tal 
ii 











Life of New York, at the age of 22. In 
1911 he was appointed general agent of 
the Cleveland Life 


Edward Kennedy 


Edward Kennedy, well known in 
Memphis, has been appointed manager 
for the Fidelity Mutual of Philadelphia 
in western Tennessee. He has had 16 
years’ life insurance experience. His of- 
fice is at 944-5 Sterick building, Mem- 
phis. 


Robert W. Earl 


Robert W. Earl has been named as 
branch manager in Portland, Ore., for 
the Canada Life. Lew Wallace, for 
some years manager there, has been 
advanced to supervisor. 


Paul E. Orr 


Paul E. Orr has resigned as manager 
of the Buffalo office of the Union Cen- 
tral Life Insurance company and is re- 
turning to New York, his former home, 
to re-enter life underwriting. 


Harvey White 


Harvey White, vice-president and 
home office general agent of the Inter- 
Southern Life of Louisville, has _ re- 
signed to become president of the 
American Broadcasting Company of 
Louisville. Mr. White at one time was 
with Phoenix Mutual Life and later 
with the Shenandoah Life before going 
with the Inter-Southern. 





Life Agency Notes 











John A. MeCloskey, manager of the 
south New Jersey territory of the Penn 
Mutual's John A. Stevenson agency in 
Philadelphia, has been put in charge of 
Mr. Stevenson's branch office in the Pub- 
lic Ledger building in Philadelphia. For 
a short time he will continue to have 
general supervision of the south Jersey 
territory. Samuel M. Schallenger, for 
ten years Penn Mutual's representative 
in Cape May, N. J., will have the active 
management of that territory. 

* * * 

F. Marsh of Vancouver has been ap- 
pointed agency manager for the province 
of British Columbia by the Columbia 
Life. 

x * * 

Barton H. Ford, Omaha, has been pro- 
moted to district manager of the John 
Hancock Mutual Life at Sioux City, Ia. 
He has been with the company for the 
past four years, serving first as agent 
and then assistant manager at Omaha. 

* ok * 

Five district superintendents of the 
Western & Southern Life are trans- 
ferred: W. B. Cox from Columbus, Ind., 
to Indianapolis North; B. P. Diffily from 
Evansville, Ind., to Indianapolis South; 
Cc. B. Heiser from Indianapolis North to 
Evansville; H. Wiles from Toledo North 
to Saginaw, Mich., and R. Hartsing from 
Saginaw to Toledo North. 

* * * 

William G. Heppert and Herbert W. 
Herzog of Milwaukee No. 2, and Thomas 
A. Bieseck, Milwaukee No. 3, have been 
made assistant superintendents by the 
Prudential. 

*x* * * 

A district office of the Income Life of 
Louisville will be opened in Ashland, 
Ky., with R. E. Sutherland in charge as 
district manager. 





Signor S. Z. Agha Signs 
App, but What of It? 


PHILADELPHIA, Aug. 14— 
S. Zara Agha was a guest in 
Philadelphia today. After a hearty 
luncheon, the world’s oldest hu- 
man being, so-called, signed an ap- 
plication for a $50,000 life insur- 
ance policy. But as Zara claims 
to be 156 and as every life policy 
is an endowment at 96, the ap- 
plication meant nothing except 
some publicity for the agent in 
the case, Walter L. Whalen. 
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A Great 
Mid-Western 
Institution 


Dedicated to unsurpassed service 
in everything pertaining to the 
business of Life Insurance. 


And that, among many other 
things, includes, for the Agent: 


An annual vacation conven- 
tion—two years ago a seven 
day cruise of the Great Lakes; 
last year Yellowstone Park; 
this year a “return” to Colo- 
rado’s beautiful Troutdale- 
in-the-Pines, affording the 
opportunity of intimate and 
helpful contact with the 
Company’s managing Offi- 
cers and with ones fellow 
field workers. 


We need more representatives, 
and invite your correspondence. 


v 


The 


Farmers & Bankers 
Life Insurance Company 


H. K. LINDSLEY, $23 J. H. STEWART, 
President Vice-President 
FRANK B. JACOBSHAGEN, Secretary 


Wichita, Kansas 


**Policies That Protect” 
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ALL DIXIE IS OUR FIELD 





Witmer L. Moore, President 


1930 1940 


What will you do with these ten years? 
What you will get from them depends 
upon what you put into them. 


Are you marking time in a connection 
which is not just what you need? 


If you are contented, do not be disturbed. 
Our broad service to field men and to 
policyholders will offer just what your 
greater success requires. 





E. S. ALBRITTON 


Vice-President and Manager of Agencies 





THE 


SOUTHERN STATES 
LIFE INSURANCE COMPANY 


ATLANTA, GEORGIA 















EASTERN STATES ACTIVITIES 








Huebner Pittsburgh Speaker 





Educator Addresses Abbott Agency of 
Massachusetts Mutual — Office 
Forging Ahead This Year 





Dr. S. S. Huebner insurance educa- 
tor and educational advisor of the Mas- 
sachusetts Mutual, held an all-day ses- 
sion at the Henry W. Abbott agency 
of the company in Pittsburgh, attended 
also by representatives from West Vir- 
ginia. He gave principles of advanced 
underwriting and service to policyhold- 
ers and prospects, and pointed out how 
life insurance may be most effectively 
used to insure financial objectives. 

The Abbott agency is having a pros- 
perous year in line with the consistent 
growth that has developed this agency 
from $2,000,000 to $10,000,000 produc- 
tion a year since 1926. The Massachu- 
setts Mutual has been represented in 
Pittsburgh for 50 years. The Pittsburgh 
agency has become a model of layout 
and equipment after which many others 
of the company’s 72 agencies are 
being patterned. It has a fine auditing 
department, giving analysis service to 
policyholders and prospects. There are 
33 agents in the office. Mr. Abbott pre- 
sided at the meeting to which he invited 
all bank presidents and trust officers in 
Allegheny county and general agents of 
all life companies represented in Pitts- 
burgh. 


Bankrupt Must Turn Over 
Life Policies to Trustee 





BRIDGEPORT, CONN., Aug. 14.— 
Julius H. Reiter, bankrupt lawyer of 
New York City and Greenwich, Conn., 
must turn over to George F. Hanrahan, 
Hartford, trustee of his estate, 23 life 
insurance policies totaling $331,000, with 
cash surrender value of $6,500, accord- 
ing to a ruling by Referee Keogh. 
Reiter, who filed a voluntary petition 
bankruptcy Dec. 14, 1929, shortly 
after he moved from New York to 
Greenwich, claimed that the Phoenix 
Factors and his wife and children, all 
residents of New York state, were enti- 
tled to the policies. 
The referee held that Reiter, “having 
come to Connecticut and submitted him- 
self to the jurisdiction of this court, can 
not claim exemption under the laws of 
New York and, having failed to take 


in 











































J Liberal policies \_ 4 
T-H-E Good territory bs oy 
COMBINATION a SUCCESSFUL 
Agency— Building 
I-D-E-A-L Co- ation from ae yey 
Home Office ” 
Efficient Claims 
~\ Service A 


Are you making PROGRESS? If not, are you wil- 
ling to spend TWO CENTS to learn WHY National 
Casualty salesmen forge ahead continually? 

We have a full line of Commercial, Industrial, Group 
and Deferred Payment Accident and Health policies. A 
connection with this company will be the TURNING 
POINT IN YOUR LIFE, 


NATIONAL CASUALTY COMPANY 
Detroit, Michigan 
W. G. Curtis, President 














advantage of his right to have the poli- 
cies upon payment to the trustee of the 
cash surrender value, he must now turn 
over to the trustee all of said policies 
petitioned for, and do all other things as 
may be necessary to enable the trustee 
to collect the cash surrender value of 
the policies from the companies.” 


Official Explains Workings 
of New York Pension Law 








ALBANY, N. Y., Aug. 14.—Assis- 
tance soon to be given the aged under 
the new article of the public welfare law 
giving security against old age want, 
will be granted as a relief allowance 
based on the need of the individual and 
not as a pension to all persons 70 years 
old or over, irrespective of need, ac- 
cording to Charles H. Johnson, com- 
missioner of the department of social 
welfare. Applications for grants under 
the statute will be received on and after 
Sept. 1, and actual allowances will be 
made beginning Jan. 1. 


Requirements for Relief 


Old age relief may be given under the 
new law to a person who: 1. Has at- 
tained 70 years and is unable to sup- 
port himself either in whole or in part; 
and has no children or other person able 


the law for his support; 2. is a citi 
of the United States; 3. has been ar 
dent of New York for at least ten ye 
immediately preceding his applicatiy 
4. has resided in and been an inh 
tant of the county or city for at |x 
one year immediately preceding app 
tion; 5. is not, because of physical 
mental condition, in need of cont 
institutional care. 

Commissioner Johnson estimates ¢ 
cost will be $12,000,000 a year on 


basis of 50,000 eligibles and aver 
payment of $20 a month. Survey iy 
cates approximately one eligible » 


son for every 200 persons in the sy 


Two Cities Have Schools 


An insurance school is being heli 
Syracuse and Utica, N. Y., by thes 
ulty of the New York University sch 
of life insurance. It started Aug. jz 
will continue to Sept. 22, sessions be 
held three days of each week in e 
city. James Elton Bragg, director 
the school, is in charge, assisted by Le 
Gilbert Simon, Horace H. Wilson: 
A. Rushton Allen of Philadelphia. 
Simon, who is nationally known as; 
expert in business insurance and w 
problems, will talk on that subject; \ 
Wilson will deal with the psychology; 
buying and selling, and Mr. Allen y 
discuss wills, estate administration a 
trusteeship. 











Connecticut Agents Meet 


Connecticut agents of the Mut 
Trust Life of Chicago held their anw 
field day at Lake Quonnipaug, \ 
Guilford, with State Manager John 
Ehn principal speaker. Manager 
presented prizes to George A. Ad 
bloom and Frank Leary, both 
Naugatuck, for writing 25 application 
apiece in the month, and Gustaf £ 
Highberg of Hartford won a gold 
for completing 100 weeks of cons 
production. Games and swimming oc 
pied the morning. 
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Aetna Life Gains 12 Percesl 


Seven Months’ Figures of Whatley 
Agency Given—Stage Contest for 








Annual Field Day 
The Aetna Life agency of 5 
Whatley in Chicago is about 12 perce 
ahead of last year for the first seve 
months. Paid volume for the half ye 
was $8,561,300 paid, or $916,115 meres 
over the six months of 1928. July pa 


business was $1,196,830, compared we 
$1,078,650 in July last year, or appro’ 
mately 10 percent increase. The wo 


time department paid for $1,894,000 
the half year or 18.4 percent increas 
and the agency outside of Chicago ™ 
an increase of 28.1 percent. : } 
A field day is being planned for Aug 
28 at the Biltmore Country Clu, ! 





which a contest was started Aug. ! . 
end Aug. 27. Agents who quality un 
one of three rules will receive @ ™ 
trip. One method is by qualificatt 
for the honor roll and three new ™ 
accident and health, group or wholes 
applications; second, selling $15,000 =" 
life business in three app! ations * 
more or the equivalent in dent 2 
health, group or wholesa! and 

third, three applications reg ardles 4 
volume or paid for total but with ° 
requirement that agents ! ake wee 
reports of calls based on a weekly ™ 


mum standard of 33 working hours." | 
interviews and 100 calls. In the ost 

: 0 act 
test an accident and health or two 











to support him and responsible under 


-ation 
dent applications equal one applicati 





ours, * 
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jContract Was Not Merged 











pe 
an in F. Colwell Wins Point in Suit 
-OF at k Against Union Central—Case 
m 4PPl Is Remanded 
Sica 

f co 

The appeal of A. F. Colwell in a suit 
timate ainst the Union Central on dissolu- 
ear on apn of his contract as state agent for 
id avergfilforth Dakota has been allowed by the 
urvey inj™mpreme court, On May 23, 1913 Col- 
igible plmmell and the company entered into a 
1 the salmeneral agency contract for 10 years. 

















n May 23, 1923, another 10 year con- 


100ls act was entered into. On June 4, 1924, 
olwell resigned and a new contract 
ng held @™.; made relating to commissions to be 


id Colwell on renewals. The new 
preement contained the stipulation that 
the event Colwell “in any manner in- 
referes with the company’s business,” 
s rights in the contract of June 4, 1924, 
hould cease. 

The supreme court of North Dakota 
olds that Colwell violated the provi- 
on in the contract of June 4, 1924, that 
should not interfere with the com- 
any’s business and therefore forfeited 


«d by Le 
’ ilson z 
phia. \ 
Ww asa 

and ¢ 


bject; MMs rights under that contract, but it also 
NOlogy olds that the earlier 10 year contract, 
\llen wom 1913 to 1923, was not merged in 


ation afhe agreement made when he resigned, 
Bnd that his rights under that contract 
Were not forfeited. The case is sent 
ack to the lower court. 





; Hobbs Wins in Kansas 


iy TOPEKA, KAN., Aug. 14. —Charles 
. Hobbs will remain as insurance com- 
io | issioner of Kansas for the next two 
ears. That was made practically cer- 
pin when he won the Republican nomi- 
ation last week over two opponents. 





ustaf & 


ld wat{#Kansas is so strongly Republican that 
nsistenl 40 years the Republican state ticket, 
ng ocyfees a whole, has always won, even 


though the governor and some Congress 

Members were Democrats. 

= ty Hobbs has almost a majority and 

| # is believed that when the final votes 

n mre counted he will have an actual ma- 
P gority over his two opponents. The con- 





test for commissioner was bitterly 
waged, the settlement of the fire insur- 
ance litigation being the only issue. It 
was an issue in the gubernatorial cam- 
paign also and was one of the causes 
of the defeat of Clyde M. Reed for a 
second term. 

J. F. Farley of Wichita is the Demo- 
cratic nominee and Frank Higgins of 
Independence is the Socialist nominee. 
Neither had opposition in the primaries. 





Fischer Agency Meeting 


Dr. S. S. Huebner, educational ad- 
viser of the Massachusetts Mutual, con- 
ducted an all-day session with members 
of the Chester O. Fischer general agency 
of that company in St. Louis, Aug. 11. 
The agency has shown substantial paid 
increase for seven months this year. Up 
to Aug. 1 it had paid for and delivered 
$5,546,810, compared with $5,394,750 in 
the same months of 1929. The agency 
now has more than $60,000,000 in force. 





Consolidate Iowa Agencies 


C. V. Shepherd, Cedar Rapids, Ia., 
general agent for the National Life of 
Vermont, has also taken over the Daven- 
port agency. Leon J. Zoeckler, general 
agent there, has resigned to devote all 
of his time to personal production. 

The Shepherd agency was started Aug. 
11, 1927, and in three years has become 
one of the outstanding agencies of the 
company. It has paid for over $1,350,- 
000 new business to date this year. 
Branch offices are operated in Daven- 
port under C. A. Kuttler and in Des 
Moines under B. L. Hart. 


Ruling Made in Missouri 


Life companies doing business in Mis- 
souri do not have the legal right to ex- 
change unencumbered real estate for en- 
cumbered real estate nor can they de- 
posit deeds to such encumbered real es- 
tate with the superintendent of insur- 
ance as part of their property deposits 
under the Missouri law, Assistant At- 
torney General G. C. Weatherby has 
held in an opinion. 
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/natis} Ask Cooperation of Negroes 





Colored Companies in New Orleans 
Make Plea for Business of 
S Their Race 





lon BREW ORLEANS, Aug. 14.—The 
bic Bberty In dustrial Life and the Unity 
mndustrial, both Negro companies, are 
maki ing a plea for the insurance busi- 

ness of their race. There are 12 Negro 

whole iN mpanies in the state employing 2,000 
fgroes. It has been ascertained that 


reas gimme inies carry only one-tenth of 
yh ¢ Negro business and that nine- 

j tenths goes to other companies. The 
Auf '*O companies point out that they 


could give employment to many more 


" ; 
f their race if the Negroes would co- 
Operate with them. 





Growth of Company Told 


The hist ty of the Unity Industrial, 


st veh Started in a small cottage and 
of tee to be the largest industrial life 
; pany owned and operated by Ne- 


“—? aa in the south, was told of as part 
B the nals Std anniversary celebration of 
the IME its on ae. The company today owns 
B South k, 000 office building at 535-37 
sc: A than — street, employs more 
» BM and | people throughout Louisiana 
a: MMR more 1°". did a gross business of 
ry Tr than $630 000. 
¢ Liberty Industrial has assets over 


0 HE $170,000 a; 
: and gives 9: 
B® colored Powe employment to 250 














J. C. Long Is Vice-President 


Takes Charge of Agency Development 
Work in South Carolina for Green- 
ville Company 








C. O. Milford, president of the South- 
eastern Life of Greenville, S. C., has 
announced the appointment of j. c. 
Long of Florence, S. C., as vice-presi- 
dent for South Carolina. Mr. Long has 
already taken up his new duties and is 
working on plans for planting the entire 
state. His first appointment was made 
but two days after taking over the new 
duties. That appointment sent C. J. 
Levy, an agent in the Florence agency, 
to Spartanburg to assume charge of that 
city. The new headquarters in Spartan- 
burg will be at 108 Kennedy street. 

In Business for 10 Years 


Mr. Long has been identified with the 
life business for about ten years, having 
joined the Southeastern in 1921 as gen- 
eral agent at Florence. During this 
time Mr. Long has built the largest 
general agency the company possesses. 
He has 24 full-time agents under his 
direction in the Florence office, known 
as the Long life agency. Mr. Long is 
also a successful personal producer and 
each year besides keeping his agents 
busy finds time to write a large volume 
of business. In the firm of Aiken & 
Long, leading fire and casualty agency 
in Florence, Mr. Long holds the title 
of vice-president. During the past year 








Intelligent Progression 


The Mutual Benefit was organized in 

1845, and for upwards of eighty years 
has been administered by a succession of 
directors and officers whose conduct of 
its affairs has merited and received the 
confidence and approval of hundreds of 
thousands of policyholders. 
} Not only has its history been marked 
by the fidelity, ability, and integrity of 
the officials who from time to time have 
been responsible for the Mutual Benefit’s 
financial management, but the Mutual 
Benefit has also been distinguished 
throughout its history for intelligent 
progression in the provisions of its con- 
tracts which, with unbroken adherence 
to sound actuarial principles, have made 
the Mutual Benefit a leader in life insur- 
ance underwriting. 

As improvements in contracts have 
been developed, liberalizing their pro- 
visions, the new benefits have been uni- 
formly extended to earlier outstanding 
contracts, in-so-far as possible, thus se- 
curing to the earliest policyholders the 
benefits enjoyed by the latest. 


The Mutual Benefit 
Life Insurance Co. 
NEWARK, NEW JERSEY 























PENN MUTUAL 
AND INDEPENDENCE SQUARE 


NDEPENDENCE SQUARE, in Philadelphia, is our 

country’s most revered shrine. In its halls were com- 
piled the ‘‘facts,’’ as our Revolutionary fathers termed 
them, which they submitted to the judgment of a ‘*‘can- 
did world’’ in the Declaration of Independence. And 
in its halls was framed the Constitution of the United 
States. Inits tower hung the Liberty Bell, now one 
of its sacred treasures. 


The spirit and the ideals which there flamed at the 
founding of our nation were, however, of earlier birth, 
and one of their chief progenitors was William Penn, the 
creator of the Commonwealth of Pennsylvania. Within 
his domain he gave liberty to its people, and established 
here, for all future time, the rights of democracy and 
the broad principles of civic liberty which were contested 
for with fiery ardor during the Revolution, and which 
through the sacrifices made by our ancestors are our 
rich and undisputed possession today. 


The PENN MUTUAL in 1915 erected its fifth Home 
Office on Independence Square, and is now building its 
sixth. It thus has brought the great name of William 
Penn into visibly close and perpetual association with 
the names of the immortals who in Independence Hall 
wisely counseled, indomitably determined, and ten- 
dered their lives, their fortunes, and their sacred honor 
to the cause of American liberty. 
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in Selling Life Insurance 


or who may become interested in its sale, will want to 
know why The Gem City Life Insurance Company has 
nearly 14 times as much insurance in force at the close 
of 1928 as it had ten years before. 


The agency contract and the unusually wide range 
of underwriting provided by the company, that includes 
all standard and many special forms of participating and 
non-participating life, accident and health and group 
policies, with premiums payable monthly, quarterly, semi- 
annually or annually, are some of the substantial reasons 
for the outstanding progress the company is making. 


There are other equally impressive reasons and if 
you will write to I. A. Morrissett, President, at Dayton, 
Ohio, he will be glad to give you complete details of that 
agency contract and the very many reasons why it will 
pay you to join the rapidly expanding agency staff. 










The company wishes representatives in Ohio, 
Michigan, West Virginia, Tennessee, Alabama, Georgia, 
Louisiana, Florida and the District of Columbia. 


The Gem City Life Insurance 
Company 


or Dayton, OHIO 
The Rapidly Growing Company 





YOU Who Are Interested . 










































WANTED— 
A MAN! 
Possessing the following qualifications: 
AGE 35 or over, seasoned and a pro- 
ducer. 
THREE years of life insurance experi- 
ny oe acquainted with at 
least 25 life agents. 


TO HIM— 
WE OFFER 


—The Highest commission for low cost 
participating insurance. 

—The “oy _ an ‘cade field man, 
to im in the appointing 
sub-agents, giving sales helps and to 

“PUT HIM OVER” 


Over $125,000,000 in Force 


We are particularly interested in Illinois, Missouri, 
North Carolina and Michigan, especially Detroit. 
Write fully. We will not check references until 
after interview. 


Address P-20, care The National Underwriter 








Mr. Long wrote the largest group case 
the company has ever handled. 

Mr. Long was born at Yellow 
Springs, O., son of the president of 
Antioch College. He was educated at 
Union Christian College in Indiana at 
the time his father was president of that 
institution and also attended Bingham 
School in North Carolina. 





Made Mississippi Managers 


Mark Miller has formed a partner- 
ship with T. J. Grayson at Biloxi, Miss., 
and the firm of Miller & Grayson 
have been appointed state managers in 
Mississippi for the First National Life 
of Montgomery. The state office of the 
First National Life is now at Jackson, 
Miss., in charge of R. A. Burleson as 
secretary. It is expected that either 
Mr. Miller or Mr. Grayson will remove 
to Jackson at an early date. 





Seek New Exemption Act 


Led by the Tampa association, the 
life forces will sponsor a bill at the next 
session of the Florida legislature where- 
by the proceeds and cash values of life 
policies will not be subject to claims of 
creditors or bankruptcy proceedings 
unless the contract is taken out for the 
benefit of creditors and is thus definitely 
established. “There is such a law now, 









but our bankruptcy courts have jy 
getting around it,” said T. J. Miles, 
eral agent Guardian Life, who has 
retired as president of the Tampa 4 
sociation of Life Underwriters, “, 
there has been no test case in th high 
courts. We have also furnished inj 
mation to the state tax commission rq 


02 





















tive to the taxes on life insurance yholders 
this and other states in an effort to igh. by Chi 
stall any attempt on the part of § P 


legislators to increase the burdey 
life organizations.” 
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Huebner at Oklahoma City png ead 

Dr. S. S. Huebner, educational ota 
viser of the Massachusetts Mutual Lj + monthly i 
addressed the George E. Lackey agey nd anni 
at a sales meeting in Oklahoma (jy , -ontre 
Agents from Tulsa, Enid, Shaws agg 
Ada, Durant, Idabel, Stillwater, Marl owe a 
and other points in the state y yi be. 
present. Andresen 
the board 
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Takes Occidental Life 


The W. S. Swain agency of Rod 
Mount, N. C., has taken on the Oc 
dental Life of Raleigh, replacing | 
Philadelphia Life. Mr. Swain 
started quite a general agency and 
present has about 12 agents works 
full time. To date they have writ 





ewe addi 
e years all 


over $500,000 in business. 














PACIFIC COAST AND MOUNTAIN 
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Cover California Chain Store 


Group Contract Providing Insurance of 
$10,000,00 Written by John 
Hancock Mutual Life 








SAN FRANCISCO, Aug. 14.—About 
7,000 employes of the MacMarr Stores, 
one of the largest chains in the far west, 
operating nearly 1,500 stores in ten 
states, are covered under group life and 
disability issued by the John Hancock. 
Karl L. Brackett, general agent here, 
states that he believes this to be the 
largest case of its kind ever completed 
through a San Francisco life office, the 
estimated total insurance being $10,000,- 
000. The business was written through 
French & St. Clair, insurance brokers 
for the MacMarr Stores here. Em- 
ployes will be entitled to insurance ac- 
cording to salaries received, starting at 
$1,000 and with a maximum of $4,000. 


Seaboard Life Elects 


At the first meeting of directors of 
the recently organized Seaboard Na- 
tional Life of Long Beach, Cal., C. B. 
Gardner was elected president; F. E. 
Trask and Bruce Mason, vice-presidents. 
These officers together with C. C. Lewis 
and W. F. Prisk comprise the board of 
directors. Messrs. Gardner and Trask 
are retired business men and Mr. Mason 
is a member of the law firm of Mason 
& Windham, while Mr. Lewis is city 
manager of Long Beach and Mr. Prisk 
is managing editor of the “Press-Tele- 
gram:” The authorized capital of the 
company is $350,000, and application has 
been made to sell $250,000 of stock at 
$15 per share, the par value being $10 
per share, thus providing a surplus of 
$125,000. The company plans writing 
life, accident and health insurance. 


Callihan Holds Seattle School 


Seattle salesmen of the John Hancock 
Mutual Life have been brushing up on 
salesmanship under the tutelage of 
Tressler M. Callihan, manager of gen- 
eral agencies and sales research head of 
the company, who is on an annual tour 
of the coast agencies. 











Penn Mutual Appointments 


General Agent Seth B. Thompson of 
the Penn Mutual Life of Portland, Ore., 
announces that David B. McFarland has 
been appointed a supervisor. He grad- 

















uated from Oregon State College and 



























0 compan 
then went to New York and took 4 
New York University life insuram 
course. Homer W. Carson has bee 
appointed associate general agent wil 


aftsma 


headquarters at Eugene, his territoy ingfield, 
being southwestern Oregon. He he 
represented the Penn Mutual at Sale te 
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and Eugene for five years. 
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Expect 1,000 to Hear Huebner 


Indications are that more than 1, 
life underwriters and leading busines 
men of the community will hear Dr.3 
S. Huebner, dean of the American Co 
lege of Life Underwriters, when } 
speaks under the auspices of the Sa 
Francisco commercial club and 


















gency ors 
Francisco Life Underwriters A ates, incl 
tion and General Agents & ManageSindiana. Ill 
Club Aug. 22. Dr. Huebner’s subjtiite consist: 
will be “Business Risks and How ia; jncreas 
Meet Them.” 00 to $19: 
; cident anc 
Combines Honeymoon, Business Trip B@on-Mason: 
Arthur O. St. Clair, member of th 
brokerage firm of French & St. Liat xcept { 
of San Francisco, is combining a bus- | 
ness trip in connection with the recett 
MacMarr group life policy written by 
his firm in the John Hancock Mutua . 
with a honeymoon tour. Prior to lea DENVE! 
ing for an extended visit to the te ™ommission 
states in which the chain store orgatr Byles the Ww 
zation operates, Mr. St. Clair detourtt to policie 
to Reno, Nevada, with Miss Jes# flicted in) 
Mona Douglass and there made bs —ws: “Any 
partner of the golf links also his partne JiSll-inflicte 
of his home. ecrcalter 1s 
es ead, ‘inten: 
pont “ 
. ntonally 
Broadcast of Unlicensed | , 
Carrier Is Held Illegl | Che 
The Uni 
BOSTON, Aug. 14.—H. J. Tay- | BO" N. 1 
lor, counsel of the Massachusetts Beith life. 
department, on complaint of the iealth oer 
Boston Life Underwriters Ass Braph 1 o 
ciation, has warned broadcasting Sollows: « 
station WLOE of Boston against In any in 
sending out advertisements of the Beason of 
Union Mutual Casualty of 10W8 | B tthe incur, 
over the air. meny act or 
Mr. Taylor informs the broad- occupation 
casting station that the company p’ided that 
is not admitted to Massachusetts ng toa h 
and that the station is in violatiO® | Bajous occyp 
of law if it aids in any manner ™ | Selected to 
the solicitation and securing of in- | that class. 
surance for the Iowa company. | Ba rd with 
sureq at t] 
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he! igues Participating Policy | Disability Is Boon to A. & H. | | received advertising letters 
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surance {Micyholders Offered Surplus Distribu- | Changes in Life Insurance Contract Are in first five months of 1930 

ne to ta by Chicago Carrier, with Stock Being Used as Arguments for 24 

a a Purchase Option Weekly Indemnity 

purden . « O usiness 
be Mutual Casualty of Chicago is| Blistering heat and an off year have sold on lives of “‘advertised’”’ 

City sng an accident and health policy | prevented accident ‘and health companies x . 

: ich participates and shares in com-| and salesmen from taking full advantage prospects in same period. 

tonal q y earnings. Principal sum is $7,000 | of the increase in rates and restrictions 

1tual La monthly indemnity $150, Issuing fee is | in provisions of life insurance disability 

CY age ond annual premium $60. contracts which most life insurance com- 

— (alirne contract is delivered to the pol-| panies put into effect on July 1. That BANKER S LIFE COM PANY 

~hawng cider with a joint statement of the| iS not to say that the accident and 

J Mari dents of the Mutual Casualty and | health a have een Oe. op- GERARD S. NOLLEN, President 

ate w - a 2 . : per . > -{ 

¢ Casualty of Chicago, authorized portunity. i money con itions lad been . 

On ener ng which corny ett that ac-| casier and working conditions more Established 1879 DES MOINES, IOWA 
ding to the schedule of surplus dis- pleasant, accident and health companies 

> bution, first distribution is scheduled might have turned the disability changes 

Roda the end of the sixth policy year and _« gee greater income for them- 

the O policyholder then may take the sur- | ** ves. : . 

cing tbs distribution of $150 in cash, or Most accident and health companies 

ain. bile it in acquiring three shares of capi- have been analyzing the disability 

» and Mi stock of the Life & Casualty of Chi- changes and as a comparative 

‘wide The policyholder who maintains | 643, of disability and accident and) PONE TTR INSURANCE 

writt policy in force becomes eligible to structing their agents to point out in a 


eive additional surplus distribution 
e years after the first distribution and 
py exercise the same options. No par- 
ipating member will be permitted to 
quire more than ten shares of this 
k with his surplus distribution. The 
0 companies are associated. 
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He Progress in its Field—Ralph 


Takes Agency Work 



























ner B. Davis, agency manager of the 
raitsman Insurance Company of 

in 1,00 ringfield, Mass., has resigned and the 
rg kency department is now in charge of 
™ “Miecretary S. A. Ralph. The Craftsman, 


brmerly known as the United Crafts- 
an, and previous to that as the Ma- 
nic Health & Accident, has a good 
kency organization in a number of 
ates, including Pennsylvania, Ohio, 
diana, Illinois and Iowa and is mak- 
bg consistent gains. In five years it 
as increased its premiums from $89,- 
” to $195,000. The company writes 
cident and health on both Masons and 
@on-Masons. 





Except Only “Intentional” 





= Self-Inflicted Injuries 
en bj 

{utua ; 

» lear) DENVER, Aug. 14.—A new ruling by 


e te@Sommissioner Jackson Cochrane indi- 
gait Mepetes the word “intentional” will be read 
toured Fito policies or riders excepting “self- 
Jesse flicted injuric s.” The ruling is as fol- 
e hs mews: “Any policy or rider, excepting 


self-inflicted injuries,’ now in force or 
e‘alter issued in this state, shall be 

@ead, ‘intentionally self-inflicted injuries.’ 
“| “print of such forms shall read, ‘in- 


Pstionally self-inflicted injuries. 





Change in Provisions 


base United Life & Accident of Con- 
a, N. H., one of the pioneer com- 


. Beith line ae ine accident and health 
° ealth cores; (oanged the accident and 
© re ce ite ee, 2 rend in pare 
1g Bollows.: of its standard provisions as 
st oon No reduction shall be made 
ne ey indemnity herein provided by 
a n ot change in the occupation of 


he insured o; 
7 my act or thin 
= CCUpation,” ] 


by reason of his doing 
& pertaining to any other 





y 4 ¥ ormerly the policy pro- 
s | i ke ona * ise of the insured chang- 
n US occu ee rated and more hazard- 
n | Pie clected — _the _benefits would be 
- | that clase > d with the premium for 

| Mibcord with ae be Magee wees are in ac- 
J sured at the th the class of the in- 


ne he took out his policy. 








general way to their prospects the diffi- 
culties which the life insurance com- 
panies are experiencing in their experi- 
ment in the accident and_ sickness 
indemnity field. The agents are coached 
to tell prospects that life insurance com- 
panies are groping in the darkness 
while accident and health companies are 
traveling blazed trails. 


A. & H. 


The July “Accident and Health Bul- 
letins” contain a thorough discussion of 
the disability changes, reporting the 
events leading up to the change, analyz- 
ing a typical standard disability clause, 
and criticizing the coverage and rates 
of the life disability clause with relation 
to accident and health insurance. This 
has been helpful knowledge to com- 
panies and agents alike in presenting an 
intelligent statement to the prospect in 
behalf of regular accident and health 
policies instead of the disability endorse- 
ment. 

One prominent accident and health 
executive who has made a comparative 
analysis of the accident and health con- 
tract and the disability endorsement, has 
made the statement that an A. & H. 
policy performs every service of the dis- 
ability endorsements, as well as offering 
important additional benefits, except in- 
demnity for life-time sickness. That 
provision, he pointed out, was stricken 
from accident and health contracts about 
five years ago because of the multitude 
of nervous breakdowns which it seemed 
to create. Accident and health com- 
panies with their background of experi- 
ence, found life-time indemnity for sick- 
ness too perilous, and it is not likely 
that life insurance companies, with their 
meager experience in the field, can af- 
ford long to perpetuate this provision, 
according to critics. 


Life-time Sickness Indemnity 


Bulletins Instructive 


How great an inducement is this life- 
time indemnity for sickness? The ex- 
ecutive who made this analysis, believes 
that it would only be paid legitimately 
to victims of tuberculosis and paralysis. 
Except for those two diseases, he con- 
tends that other diseases either leave 
the victim in a short time or carry them 
off in a few months or within a year or 
two. Furthermore, he points out, those 
who exhibit symptoms of tuberculosis 
or who have a constitution indicating 
susceptibility to consumption would be 
rejected for disability benefits. More- 
over those who have no record of social 
diseases are not likely to become para- 
lytics. If they have such a record, the 
likelihood is that they, too, would be 
declined as disability risks. 

The average period of sickness dis- 
ability, according to this executive, is 
only 15 days, while the average period 
of accident disability is 21 days. There- 


COMPANY 


of New York 
A COMPANY OF OPPORTUNITY 


Ethelbert Ide Low, James A. Fulton, 
Chairman of the Board President 


On Agency matters address 
H. W. Manning, Superintendent of Agencies 
256 Broadway, New York 


A NN 
The Rewards of Consistency 


F A BUSINESS MAN takes care of his business, the business takes care of 

him. Life insurance field work is a business, and subject to the principles 
of general business. Those who achieve in this work are those who give it 
their undivided and full thought and effort. Isn't this merely natural and 
logical? 

. Life insurance field work under satisfying conditions is a career giving 
opportunity for achievement and profit according to ability and_ undivided 
effort. THe Muruat Lire Insurance Company or New York affords such 
conditions to its field workers. Life insurance in all standard forms, annuities, 
disability and double indemnity benefits, prompt and equitable dealings, and 
facilities for serving policyholders in practical ways combine to make its 
agency force successful. 

Earnest-minded men and women of character and ability contemplating a 
career in full-time field work are invited to apply to 


The Mutual Life Insurance Company 


34 Nassau Street of New York New York, N. Y. 








DAVID F. HOUSTON GEORGE K. SARGENT 
President 2nd Vice-President 
and Manager of Agencies 




















OPPORTUNITY! . 


Desirable Territory Open for General Agencies. 
Liberal Contracts. 


THE CAPITOL LIFE : 


insurance Company 
DENVER, COLORADO 








ful life insurance salesman, illustrating every step in the sale, how 
to obtain prospects; how to secure the information needed about 
prospects; how to turn objections into closing arguments; how to analyze 
the prospect’s needs, his views and prejudices; how to present your proposi- 
tion to various kinds of prospects. Price $1.50. 
Order from the National Underwriter, A1946 Insurance Exchange, Chicago. 


OW tal to Say” by J. B. Duryea.—Actual interviews of a big success- 









































WANTED 


7 TALL 
CORN STATE” 
GENERAL 
AGENTS 
FOR: 


Ottumwa 


\ Cedar Rapids 


. Waterloo 


Maton city 
\f Sioux City 
Dubuque 
Burlington 
OW A 


e 
I \ 
WRITE - 


The Lincoln National 
Life Insurance Company 


Fort Wayne, Ind. 


Mention 

The National 
Underwriter 
when writing 
for a free copy 
of 

“The Lincoln 
Life Man.”’ 











THE OTIS HANN COMPANY,INC. 


JACK ROBERTS HANN, PRES. 








THE ECONOMICS OF LIFE IN- 
SURANCE—By Dr. S. S. Huebner. 


EE 


This book deals with what might possibly be more 
truly called the economic benefits and advances that 
life insurance gives. Order from The National 
Underwriter, Al1946 Insurance Exchange, Chicago. 





THE 


N ATION. AL 


UNDERWRITER 


August 15, 1% 











fore the average sickness or accident 
would not be compensated under the 
new disability contracts. 

Accident and health companies are not 
restraining themselves under this oppor- 
tunity to say, “I told you so.” Ever 
since the life insurance companies have 
been what the accident and health com- 


panies charge invading their field, the 
weekly indemnity officials have been 
forecasting disaster for the life com- 
panies. 


Since the disability changes have been 
in effect, it is reported that many life 
insurance salesmen are advising their 
clients not to buy disability benefits but 
to patronize accident and health com- 
panies. 


Millener Goes to Rochester 


John A. Millener, who has been at 
the home office of the Columbian Pro- 
tective at Binghamton, N. Y., since 1928, 
has moved to Rochester, N. Y., where 
his headquarters are at 733 Genesee Val- 
ley Trust building. Mr. Millener for- 


satin practiced law in Rochester, leav- 
ing that city in 1916 to become general 
counsel for the United Commercial 
Travelers at Columbus, O. 


Walthew Oregon Manager 
The Pacific States Life has appointed 
Earle R. Walthew as manager in Ore- 
gon for its accident and health depart- 
ment, 


Honor Blunt in August 


Agents of the Monarch Accident 
Monarch Life of Springfield, Mass., 
conduct a special “Blunt month” 
paign in August in honor of Col. 
W. Blunt, vice-president and 
Manager. 


and 
will 
cam- 
James 
agency 


Accident Notes 


The Physicians Life & 
Oklahoma City has been chartered by 
Charles N. Berry, Roy Berry and W. A. 
Blakeburn, with $250,000 capital stock. 

An examination of the Kentucky Cen- 
tral Life & Accident is being made by 
the Kentucky, Ohio and Indiana depart- 


Accident of 





ments. 














NEWS OF THE FRATERNALS 














Societies Showing Decline 
Connecticut Insurance Department Pre- 
sents Statistics Giving Figures of 
the Various Fraternal Orders 


The 50 fraternals licensed in Connec- 
ticut lost in membership and insurance 
in force during 1929 throughout the 
country, while the five with headquar- 
ters in Connecticut gained in member- 
ship and insurance in force. 

The number of members in these fra- 


ternals decreased from 4,727,070 on 
Dec, 31, 1928, to 4,645,871 on Dec. 31, 
1929, and the insurance in force in the 
same period dropped from $5,557,532,- 
737 to $5,400,217,754. The membership 
of the five Connecticut societies in- 
creased from 274,431, and their insur- 
ance in force increased from $304,615,- 


616 to $309,905,331. 

The Connecticut business of all so- 
cieties decreased slightly from $82,123,- 
106 on Dec. 31, 1928, to $82,068,138 on 
Dec. 31, 1929. 

The societies having the largest mem- 
bership in Connecticut are as follows: 


No. Amount 

1. Knights of Columbus, 
Oo ie 8,533 $8,755,686 
2. Modern Woodmen.... 7,233 9,079,000 


? > 
~ =o 
3. Polish Natl. Alliance 6,938 
4. Un. St. Jean Baptiste, 
Woonsocket, R. I E 

5. Polish Roman Catho- 


4,050,050 


2,941,750 


Be WMEOR cccvccece 4,942 3,077,950 
6. Rakoczi Hungarian 
Sick Benefit, Conn. 4,597 4,594,800 


to mortu- 
The 


The ratio of death claims 
ary assessments was 94.18 percent. 
ratio of management expense to total 
income was 14.24 percent. The aver- 
age number of deaths per 1,000 of mem- 
bership was 13.88. The average num- 
ber of lapses per 1,000 of memebrship 
was 75.59. The society experiencing 
the lowest lapse rate was the Ladies’ 
Catholic Benevolent, with 12.99 per 
1,000 of membership. 


Plan New Philadelphia Fraternal 


Steps have been taken by 
prominent Philadelphians to organize a 
fraternal under the name of the “Order 
of Brotherly Love.” A preliminary cer- 
tificate has been issued by the Pennsyl- 
vania department. The certificate al- 
lows those active in the organization one 
year in which to acquire 500 members. 
Organizers of the society propose to 
take over the membership of a similar 
order formerly existing in New Jersey. 
The New Jersey society was not under 
the supervision of the insurance depart- 
ment of that state. It is the intention 
of the organizers to make the society 
national in scope. 


a group of 





The southern California division of 
the Reliance Life increased its paid for 
volume more than 100 percent the first 














half of 1930. 


Gets Out Preferred Policy 


Maccabees’ New Contract Is Sold in 
Units of $5,000 With First With- 


out Examination 








The Maccabees has brought out a 
whole life preferred certificate written 


in units of $5,000. The first unit is 
written without medical examination. 
The rest require examination. The 


rates are based on the American Men 
3% table. Total disability and double 
indemnity can be purchased with it. It 
will be issued between ages 16 and 60. 
The rates at five-year periods for $5,000 
are: 


Whole With With Com- 
Age Life Disab. a & bined 
Oe seas $ 60.50 $ 71.40 $ 68.00 $ 78.90 
—e seces 67.10 79.25 74.60 86.75 
Be esses 77.00 90.85 84.50 98.35 
 easne 89.85 105.75 97.35 113.25 
me eeees 107.10 125.65 114.60 133.15 
ae eseee 130.19 150.20 137.60 159.70 
a? seach 160.80 187.50 168.30 195.00 
me <esee 201.85 234.60 209.35 242.10 
ey ences aa 86=3=—sf 6 eons 264.65 ...e 
aeons ae | 0 66 uwe ee 








NEWS OF LIFE POLICIES 


New Policies, Premium on, , Dividends, 
Values and all en in Policy Literature, Rate 

s, ete. lementing the “Unique Manual 
Digest,” published nnually in May at $4.00 and the 
“Little Gem” published annually in April at $2.00. 








Surrender 




















Disability Clause Is Revised 


Capitol Life of Denver Announces 
Rates for New Benefits in 
Participating Forms 


The Capitol Life of Denver has an- 
nounced a revised disability clause ap- 
plying to its participating policies. The 
rates under the ordinary life, endow- 
ment at age 85, are 44 cents for the 
premium waiver feature at age 25 and 
for the disability income feature $3; at 
age 35 the rate for the premium waiver 
feature is 68 cents and the disability 
income is $3.92, and at age 45 it is $1.23 
for the premium waiver and $5.51 for the 
disability income. Under the twenty- 
payment life the premium waiver rate 
for age 25 is 35 cents; age 35, 55 cents 
and age 45, $1.20, while the disability in- 
come rate for age 25 is $3.80; age 35, 
$4.23 and age 45, $5.48. 

For the twenty-year endowment the 
premium waiver rate for age 25 is 52 
cents; age 35, 74 cents and age 45, $1.44. 
The disability income rate for age 25 is 
$2.45; age 35, $3.63 and age 45, $5.71. 

The rates for women are double those 
for men, and eligible women must be 
single and self-supporting. The occupa- 
tions of women are confined to teaching, 
accounting and similar duties outside 
the home. With the adoption of this 








Field Manager’s Record 
in Steady Production 






L. E. Rolfe, field manager for 


Mr. 


the H. O. Wilhelm agency of 
Northwestern National Life, com. 
pleted seven years of continuous 
membership on 
App-a-Week Club with the week 
ending July 18 
celebrated his seventh anniversary 
with the company in July, which 
shows that he began his weekly 
production record nearly imme. 
diately uvon entering the insur. 
ance business with Northwestem 
National Life in 1923. Mr. Rolfe, 
a resident of Lincoln, is a gradu. 
ate of the University of Nebraska, 
His splendid weekly production 
record is exceeded by only two 
Northwestern National Life 
agents, W. O. Veth and M. E. 
Larson of the White & Odell 
agency of Minnesota, who have 
nine and eight years, respectively, 
to their credit. 


the company’s 


Rolfe also 
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mium reduction with 19 paid up life 
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company death « 
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The American of Denver is pushin 
four new policies. The first is a ne 
ordinary preferred risk plan which 5 
sold only in amounts of $10,000. At a 
35 the cost is $195, which is claimed: 
be well below the net level rate. It! 
being offered only to city dwellers, pri 
cipally merchants, and is being used ¥ 
the American in cultivating city bus 
ness. The minimum age for this pol 
is 15. 

Another policy is a 20-pay premiu 
endowment, the guaranteed cash vals 
of which at the end of 20 years is wa 
ranted to be actually equal the } 
premiums paid in. The third new co 


guaranteed pr 


n entirey 


ary. 
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A company with sufficient ag 
id-let-live contract, 
These are the 


orking tools. 


gent looks. 


ests upon over half a century of fair dealing. It is financially 
id. It operates in thirty-nine states, including New York, on a 


By these standards Fidelity is 


ull level net premium basis and h 


rece, 


m 


he 


Desirable openings for the right men seeking a wider and 


ore profitable field of action. 


policies that compare favorably with the 
best, close Head Office cooperation, lead service and other modern 


Its lead service and Low Rate policies make selling easier. 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 


e and financial stability, a live- 


principal things for which an 


Its reputation 


a good company. 


as over $415,000,000 insurance in 








ated pace in 1930. 
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paid-for 
year ago. 
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experienced in recent years continues at an acceler 
During the first six months of this 
Guardian Fieldmen produced 20.8% 
business than in the corresponding period 


1930, was the greatest for any 
seventy years during which 


THE GUARDIAN LIFE 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 


8 ° ° Pl d H d W k makes it a rule never to sign a contract 
Definite Objective, an an ar or on the first interview. He ascertains ° 
a ‘ P the attitude of the prospective agent's Facts, Figures 
Are Necessary in Building Agency Plant, wife. He secures a retail credit report 
and investigates the candidate’s age, Aa and A 
Successful General A ents Have Found health, yo a oy A . 
g record of changes, education, and per- { 
sonal appearance. nspirations 
“If general agents worked as persist-] man does not interrupt the conversa- At the first interview Mr. Livengood 
ently, intelligently, and industriously at | tion. makes a short aggressive presentation, 
heir job of agency building as personal The second week the candidate should | secures the experience record of the rhe temptation to slacken off after 
oe Ea do at their job of selling, there | be assigned to interview prospects by | candidate and “tells him enough for him | small successes is a surer source of set- 
would be many more successful gen-| himself. If he shows some success, the | to want more.” Furthermore a definite | backs than repeated rebuffs. You will 
eral agencies.” S. Chesson of North | general agent should encourage him] appointment is made for some later] never enjoy real success until you can 
Carolina, who is designated “most valu-| with some reward. Mr. Holmes sug-| time and the candidate is informed that] discipline yourself to work steadily 
S able junior general agent” of the Minne-| gested a new hat. At the end of the] he has been investigated. through storm and calm, lack and 
Ssota Mutual Life, thus epitomizes the | the third week Mr. Holmes said the Biche Goce Seteseion plenty, consistently hewing to the line. 
general agent’s problem. general agent can decide whether he Sn Peasenee of Witte Leaders are leaders because they stead- 
Mr. Chesson’s method in conducting | has an agent. on fastly stick to the job.—The Pioneer. 
, joint interview with a’ new man is to : re second interview is conducted in * % 
start the sales talk and then on the ba ny bly the presence of the candidate’s wife and Reasons for failure in selling: Inade- 
pretext of searching for a match stop Genty m9 these subjects are discussed: prospect- | quate information about the thing being 
in the midst of the talk. Then the agent L. P. Livengood of Danville, Ill., has | ing, law of averages, compensation, serv- | sold accounts for 25 percent of the 
continues the interview from that point.| worked out a general agency six-year | ice commissions, the partnership idea. failures. Among other reasons are 
When the new man requests an ad-| objective and plan of accomplishment. The office training provided by Mr. | these—improper handling of customers, 
ance, Mr. Chesson advised the general| For the first year Mr. Livengood | Livengood includes the study of func- | 12% percent, insolence with customer, 5 
agents to accompany the producer in| planned two days a week for personal | tions, policy analysis, principles of sales- | percent, promises not kept, 3 percent.— 
an interview so that the agent may! production, two days a week recruiting, | manship, prospecting, planning work,| U. S. Department of Commerce. 
earn his necessary money. “Shoulder | and two days training and supervising. | diagnosing needs, standardized sales 
to shoulder work.” Mr. Chesson de-| For the second year his goal was one | presentation, while the field training in- 
clared, “is the best relief for the finan- | day a week personal production, two] cludes instruction in approach, presen-| leads and personal appearance, and the 
cial problem.” days recruiting, and three days training | tation, close, leads and observation, | agent's finances. He also watches the 
and supervising. For the next three | value of time, study, etc., and personal] agent's personality as to memory, con- 
Stress Importance of years his objective is the addition of a | development. tactibility, ambitions and desires of ac- 
Interview to Candidate field supervisor, his time to be divided Mr. Livengood has three principal ob- | complishment, timidity and social grace, 
|. J. Holmes, Great Falls, Mont., | approximately during the first year. At] jectives in his supervision—regular pro-| and physical condition 
general agent of the Minnesota Mutual. | the end of the sixth year he expects to | duction, increasing efficiency and ability, The ratio of men of those hired to 
says that in obtaining and breaking in| devote no time to personal production] and developing successful men. He| those interviewed according to Mr. 
producers the general agent should “sell | but to devote himself to recruiting, | calls for records on the number of calls | Livengood’s experience has been 15-1, 
the prospective agent the interview.” | training and supervision. and interviews conducted, and ratio of | while the turnover has been about 75 
The interview should be made to appear | geeks New Agents from —_ to sales, ratio of B gras ge = to percent Mr. Livengood hopes to re- 
ccasion of great importance. Among Policyholders sales, commission per call and inter-| duce the turnover to 25 percent. 
gents should inquire as to the ; , view, production, persistency, average David O. Johnson of San Antonio, 
nsurance of the prospective} In recruiting Mr. Livengood capital- | size policy and premium, rejections, oc- | Tex., believes in teaching slogans to 
ne of the company’s contracts | izes his club and social affiliations. He | cupational coverage, and agency bulle-| his men ‘Get next to the man who 
should be outlined in detail. is soliciting among the class from which | tins has made a success in the things I am 
The general agent should secure from | he desires to recruit and territory de- Mr. Livengood conducts agency meet-| trying to succeed in and absorb the 
irospective agent a list of 10 ac-| sired for development is seeking agents | ings at definite times and holds office | secret of his success,” is one of Mr. 
quainta Then the general agent | among policyholders and _encouraging conferences during which study is di-| Johnson’s slogans “When you play, 
and the phyte should start out to in-| present agents to help increase the | rected along planned lines. play hard.” “When you work, don't play 
terview t 10 prospects. The candi-| agency force. Mr. Livengood also ex- In the field Mr. Livengood checks up | at all,” is another 
late should introduce his acquaintances pects to circularize male school teach- | on the class of prospects secured by the “Develop a ‘we,’ ‘our,’ ‘us’ agency. 
to the eral agent, who will conduct | ers and use newspaper advertising. agent, his use of time, presentation, ap- | I don’t like an ‘I’ agency,” Mr. Johnson 
the sale lt is important that the new | In selecting an agent, Mr. Livengood | proach, information and kind of calls, | advised. 
’ 
What Makes a Good Company? 20.8% INCREASE 
Che steady growth which The Guardian has 
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CALIFORNIA 
Barerett N. Coatas Cart E. Hervurta 


















Coates & HERFURTH 


CONSULTING ACTUARIES 


114 Sansome Street 437 Se. Hill Street 
SAN FRANCISCO LOS ANGELES 











ILLINOIS uo 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
190 N. La Salle St. 
Telephone State 7298 
CHICAGO, ILL. 

















A. GLOVER & CO. 
© Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 





INDIANA 


HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Kansas City 











ARRY C. MARVIN 
Consulting Actuary 
062-904 State Life Building 
INDIANAPOLIS, INDIANA 





MISSOURI 


LEXANDER C. GOOD 


Concuiting Astuory 
807 
p. al rown Building 





and 
\ 800 Securities B: 
Kansas City, M 





NEW YORK 





M iles M. Dawson & Son 


CONSULTING 
ACTUARIES 


W. 44th St. New York City 








OODWARD, FONDIL- 
LER and RYAN 
Consulting Actuaries 
Insurance Accountants 
Richard Fondiller, Harwood E, Ryan, 
Jonathan G. Sharp 
75 Fulton Street 
New York 





OKLAHOMA 


J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender 
Values, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
e¢ Law of Insurance a 





Coecialty. 


Colcord Bidg. OKLAHOMA CITY 








Transfers Over 
to Mutual Basis 


(CONTINUED FROM PAGE 1) 


surplus and the remaining transfer will 
mean an additional $8,000,000 credited to 
policyholders’ accounts. 

It is emphasized that the change of 
the Guarantee Fund from assessment to 
legal reserve is not because of necessity 
which has driven many assessment con- 
cerns and fraternals to go on an ade- 
quate rate basis, but is purely in line 
with the desire to conform to public 
opinion resulting from general unsound- 
ness in this field. The Modern Wood- 
men case was a deciding factor. As a 
matter of fact the Guarantee Fund has 
net rates which are higher than those 
of most legal reserve companies and has 
attained a very substantial position. 


New Line of Contracts 


A complete line of new legal reserve 
contracts with attractive features and 
unusually low rates has been submitted 
to insurance departments of 26 states in 
which the Guarantee Fund operates and 
already has been approved by a number 
of these. These contracts will include 
a family protection form along the 
lines of the contract originated by the 
Continental American of Delaware, a 
life expectancy policy and other popular 
forms. These will be participating. It 
is said some of the policies will have 
gross rates as low as those of some of 
the best nonpar companies and the par- 
ticipating feature will give unusually 
low net rates. 

In Good Financial Shape 

The Guarantee Fund, as of Jan. 
had $15,012,489 assets, $8,514,131 total 
liabilities and $6,498,358 assets over lia- 
bilities, $7,221,762 reserve required by 
law, $814,220 reserve on income policies 
in process of payment, $102,465 reserve 
on taxes, office expenses and miscel- 
laneous and $71,000 reserve on claims 





Mr. Insurance or Trust Co. Do you 
not need a practical expert in your in- 
vestment department to manage your 
sequestered farms on a profitable basis? 

Have developed my own system of 
practical, profitable and permanent sys- 
tem of handling farm lands for protec- 
tion of investment and for sale. 

Married, middle age and have spent 
entire life managing farms and estates. 

For full information, references, etc., 
address R-20, The National Underwriter. 








AGENCY 
SUPERVISOR 
WANTED 


Chicago general agent 
of large New England 
company wants super- 
visor who can get results 
in extending agency or- 
ganization. This is a real 
opportunity with a well 
equipped and rapidly 
growing agency. 

Address R-19, care Na- 


tional Underwriter. 


awaiting proofs. The association has 
paid $12,884,591 in claims during its 28 
years, of which $1,676,181 was in 1929. 

Its actual to expected mortality last 
year was 59.36 percent and its mortality 
during its entire life has been excep- 
tionally low. Even in the influenza 
year of 1918 it was only 88.56 percent. 
Average rate of interest earned is 5.48 
percent and assets increased $1,178,167 
in the last year. 

Officers are: President, J. C. Buffing- 
ton; vice-presidents, Edward M. Martin 
and J. W. Hughes; secretary-treasurer, 
R. E. Langdon; medical director, Dr. A 
C. Stokes; superintendent of agents, F. 
A. Hicks, and actuary, John W. Barth. 


Relation of Prohibition to 
Mortality Is Considered 


(CONTINUED FROM PAGE 3) 


so-called total abstainer class segregated 
by some companies for a number of 
years past. 

It must be admitted that the present 
enforcement of the Volstead act is not 
complete, which has the result that bev- 
erages with a higher alcoholic content 
and of very doubtful quality are now 
being consumed by this nation generally; 
and while I do believe that prohibi- 
tion does benefit longevity, its effect 
upon the future mortality of life insur- 
ance companies should not be antici- 
pated with too much optimism. 

es 4 


A western company says: Insofar as 
the mortality of this company is con- 
cerned, it is the opinion of both our 
medical director and the writer that pro- 
hibition has had a favorable effect. We 
have never compiled any data along 
these lines and accordingly can give you 
no statistical information. 

However, we are of the opinion that 
there has been a marked decrease in this 
company’s mortality due to diseases 
which might be ascribed to the use of 
alcoholic beverages. 

Ss 2 


Colonial, N. J.: We have never kept 
any record of prevailing diseases which 
might be ascribed to the use of alcoholic 
beverages since the introduction of pro- 
hibition. We might mention, however, 
that the reduction in the number of 
cirrhosis of the liver cases has been quite 
noticeable whereas the number of alco- 
holic poisonings have greatly increased. 


Progressive Spirit Is Seen 
Among Colorado Companies 


(CONTINUED FROM PAGE 2) 


ports that the test has not yet been car- 
ried far enough to give evidence upon 
which to choose between the two me- 
thods. The great virtue of the direct sys- 
tem, as so far determined, according to 
Mr, Watlington is its speed. On the 
other hand the system of manager- 
agents relieves the home office of much 
clerical work, he pointed out. 

The Colorado Life began writing in 
March, 1928. At the end of that year 
the insurance in force was $4,500,000. 
At the end of 1929 the figure was $8,- 
750,000. It expects to end 1930 with 
$22,000,000 in force. The Colorado 
Life recently entered South Dakota. It 
expects to enter one or two more states 
this year and in 1931 Mr. Watlington 
predicts that the Colorado Life will 
cross the Mississippi river. 


CONTINENTAL NATIONAL 
President Charles E. Becker reports 











that the June production of the Con- 


























THE INVESTMENT TRUST 
SERVICE OF LIFE INSURANCE 
—By Albert G. Borden..... Price $1.50 


Shows the various ways that life insurance can serve 
in the administration of an estate. Includes many 
tNustrations and graphs. Order from The National 
('nderwriter, Al946 Insurance Exchange, Chicago. 
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JOHN G. WALKER 
Chairman of the Board 


Richmond, 











The Life Insurance Company of Virginia 
59 Years of Existence 


1930 


BRADFORD H. WALKER 
President 
Virginia 





















McConney Finds Pill 
Box He Used in War 








Some 15 or 16 years ago a small gre 
of Canadian soldiers, sloshing thro 
the knee-deep mud on the Ypres f 
in Belgium, sought shelter for the nj 
in an abandoned German concrete “y 
box.” Included in that group was 
young Canadian sergeant, E. Mey 
ney, now chief actuary of the Banke, 
Life of Des Moines. 

Last month while touring the batt 
fields in France and Belgium, where 
fought: as a member of the Canadj 
expeditionary forces, Mr. McConney 
visiting one of the langer cemeteries 
the old Ypres sector, recognized, with ; 
start, the identical “pill-box” in which ke 
sought shelter that ghastly night. Th 
“pill-box” has been allowed to rema: 
as the central figure in a cemetery wher 
more than 12,000 soldiers lie buried. 

After spending the night in this bo 
he left early in the morning to carry; 
message down the lines. When he r. 
turned, later in the day, the “pill-boy" 
was empty. Every member of the grow 
which had sought shelter therein ha 
been “gassed” shortly after Mr. Mc(Cor. 
ney left and all had been removed , 
field hospitals. 












































































tinental National of Denver was $639. 
500. Initiated 16 months ago with 1 
policies on the books, Mr. Becker re. 
ports that the Continental National noy 
has $6,000,000 insurance in force. He 
predicts that it will end its second yea 
with $10,000,000 in force. 

Meanwhile organization of the Great 
American Life of San Antonio, stock 
of which will be held by the Great 
American Life Underwriters of San 
Antonio, which is also the holding com- 
pany for the Continental National, is 
being hastened. Mr. Becker expects 
to spend the winter in San Antonio to 
supervise the inauguration of the Great 
American Life. 

G. Vaughan has charge of the 
Texas business with offices in Dallas 
Mr. Vaughan was formerly first deputy 
life insurance commissioner of Texas 
for seven years. Glenn T. Davis is in 
charge of the Montana branch office 
with offices in Helena. He was formerly 
speaker of the Montana house and was 
former oil commissioner of Montana 
C. F. Reed is agency supervisor. 

The Continental National Life is pre- 
paring a family income policy, which 
will be brought out soon. 





AMBIRICAN LIFE 
The American of Colorado now has 


$21,000,000 of insurance in = and 
is aiming at $25,000,000. J. C. Burger, 
president of the American, is also vice- 
president of the Denver Nationa! Bank. 


V. L. Tickner is vice-president and ger- 
eral manager. The actuarial depart- 
ment of the American of Colorado in 
charge of L. W. Messinger ! been 
busy this year developing four new con- 


has 


tracts, with which it has had especial 
success. 
PARAMOUNT LIFE 
R. A. Hann, former actuary of the 


tes Life, 
ictuary 


Capitol Life and the Pacific Sta 
Hollywood, Calif., will become 
for the new Paramount Life which has 
applied for a charter from the Colorado 
department. Mr.* Hann is now wnt 
ing the policy and accounting forms ° 
the new company which has purchased 
the fine bank building at the corner o 
Colfax avenue and York street for it 


home. The insurance department § 
now inspecting the securities submiutte¢ 
by the Paramount Life. These secutr 
ties were deposited by the Paramount 
to comply with the Colorado statute 
requiring the deposit of accredited st 
curities before a charter can be issued 





The Cincinnati North district of the 
Western & Southern Life has ! 
bined with the Cincinnati East 
and will be under the supe! 
W. B. Guisinger. 


district 


ion of 
















































